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The Whole Country 
Wants Eveready! 


‘VERYWHERE dealers are reporting a 
steady, consistent demand for Eveready 
Batteries. The smashing, new poster-style 
advertising has lifted Eveready Batteries and 
spot-lighted public interest on their remark- 
able qualities. Eveready Batteries are pack- 
ages of power or light. Eveready advertise- 
ments published in great nationally known 
magazines have swept the country from 
coast to coast. The whole country wants 
EVEREADY because people realize that 
Eveready Batteries do last longer—give bet- 
ter service—and are more economical to use. 


This has given Eveready dealers confidence— 
making it easier for you to solicit their 
business. 
** © 

The Eveready Hour, radio’s oldest com- 
mercial feature, is broadcast every Tuesday 
evening at nine (New York time) from 
WEAF over a nation-wide N. B. C. network 
of 30 stations. 

NATIONAL CARBON COMPANY, INC. 
General Offices: New York, N. Y. 


Branches: Chicago Kansas City New York San Francisco 


Unit of Union Carbide * and Carbon Corporation 
\ 
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W. J. McLaue 


Tue June issue 
of THE JopBer’s SALESMAN 
will be the “Annual Statistical 
and Convention Number.” 
Plans have been made to make 
it the most informative issue 
ever published by us. 

First of all, it will contain 
the report of sales by jobbers 
on 40 key products in 1929. 
This repe-t is eagerly looked 
forward to by the entire elec- 
trical wholesaling industry. 

This year it will be broken 
down to show the sales by the 
following groups: Electrical 
supplies: Electrical appliances ; 
Lighting equipment; Power 
equipment; Specialties. 

A survey made in seven 
typical cities will also be given, 
illustrating the rapidly increas- 
ing activity of electrical job- 
bers in appliance merchandis- 
ing. 
The distribution and classifi- 
cation of electrical jobbers in 
the United States will be shown 
on a two-page map. 

An analysis of the radio 
sales by wholesalers will also 
be included in the issue. 
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To help sell Thin Wall Conduits—read this advertisement 





Announcing 


A New Line of 
No-Thread Unilets 


for use with 


Steeltubes 
—Thin Wall Conduit 


Thin Wall Conduit. 


An announcement of unusual interest to the electrical 
industry is the introduction of a new line of Appleton 
No-Thread Malleable Unilets for.use with Steeltubes— 








New contracting sleeve for 
use with Steelrubes—Thin 
Wall Conduit. 


(Patent applied for) 





Threaded Unilets with 
Steeltubes 


We also furnish the No-Thread Adapter for Steeltubes which 
practically makes a No-Thread fitting out of the Threaded 
type Unilet or any threaded conduit fitting. No-Thread 
Couplings and No-Thread Connectors have also been designed 


The new No-Thread Malleable Unilets are furnished with — © se the thin wall conduic 
a new contracting sleeve which grips the Thin Wall 


Conduit firmly. This meets an important need in the in- 
dustry for use with the ever increasing popular Steeltubes. 


These new Unilets can be shipped from stock simply by 
specifying catalogue numbers applying to the No-Thread 
Unilets and adding the letter T. For example, 90NO2T. 


If you have No-Thread Unilets in stock you can adapt 
these to Thin Wall Conduit by ordering the new con- 
tracting sleeve for % to 1-inch conduit inclusive. 





SOLD THROUGH JOBBERS 
APPLETON ELECTRIC COMPANY 


Appleton No-Thread Unilets are listed as 
Standard by Underwriters’ Laboratories in 
14-inch to 4-inch sizes, inclusive. 


APPLETON 


No-Thread Malleable 


UNILETS 


Reg. U. &. Pat. OF. 


The Original Threadless Conduit Fittings 





1734 Wellington Ave., Chicago, U.S.A. 


New York—150 Varick St. 
San Francisco—655 Minna St. 


Los Angeles—340 Azusa St. 
Seattle—628 Railroad Ave. 








APPLETON Evectric ComMPANY 
1734 Wellington Avenue, Chicago 
Gentlemen: 


Please send us a copy of New Revised Catalog on Unilets and 
Conduit Fittings, together with prices. 




































“Pilk” 


D. G. Pilkington 


Appointed General Manager 
THE JOBBER’S SALESMAN 


HE rapid growth of the Electrical Trade 

Publishing Co., with its consequent organization 

changes has made it necessary to establish 
each individual paper as a closely knit unit headed 
by men with a keen knowledge of their respective 
fields. In the appointment of D. G. Pilkington, as 
general manager of THE JoBBER’s SALESMAN, the com- 
pany has chosen the man best fitted by experience in the 
merchandising and distribution problems of the elec- 
trical wholesaler, to function in that capacity. 

Mr. Pilkington was the first employee of the Elec- 
trical Trade Publishing Co., and was himself a 
jobber’s salesman. It was not long before he became 
known as “Pilk” to a rapidly growing number of 
friends throughout the electrical wholesaling and 
manufacturing trade. 

Pilk’s first two years were spent in the editorial 











department in which capacity he spent most of his 
time traveling among wholesalers from coast to coast 
and border to gulf. His third year was spent as central 
district manager with headquarters in Cleveland and 
for the past seven years and up to the present as 
eastern manager at New York in charge of the 
activities of all the company’s publications in the east. 

During these years he has come to know the distri- 
bution problems of electrical wholesalers and manu- 
facturers in intimate fashion and to the end that he 
can put his wide experience to better use in the pro- 
motion of the welfare of the electrical wholesaler and 
his salesmen he took over his new duties as general 
manager on April 1. Until July 1, Mr. Pilkington 
will remain in the east winding up his affairs after 
which time he will have his headquarters at the main 
office in Chicago. 
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Flexible Cords the mark of quality 


ABC Armored Cable 
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Durax Sheathed Cable 


Duraduct Cable B A RE C O PPER WI R E 


Duracord Heavy-duty Cord 
NOW 
the mark of quality 


on 


RUBBER-COVERED WIRE 














and other wiring products 


ANACONDA WIRE & CABLE COMPANY 


General Offices: 25 Broadway, New York City 
Chicago Office: 111 West Washington Street 
Sales Offices in Principal Cities 
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EFORE proceeding to the question as to why 

jobbers fail I should like to take a moment to 

discuss briefly their functions in distribution. 
There seems to be anything but complete agreement as 
to what these are. In the first place, it may be asserted 
without fear of contradiction that the jobber exists to 
serve. He produces nothing. His right to existence 
springs solely from the fact that he performs a service 
more effectively or more economically than the same 
service can be performed by anyone else. Failing in 
this he eventually disappears. But what is the nature 
of this service and to whom is it rendered? Certainly 
the jobber, if his own success is to be assured, must be 
clear on this question. He has contact with two parties, 
the supplier and the trade. Presumably, he is under an 
obligation to both parties and can continue to function 
only by satisfying their respective demands. It happens 
that the two sets of demands do not fully coincide, as a 
consequence of which we find some jobbers operating 
primarily in terms of the one and others in terms of 
the second. 

What does the manufacturer expect of the jobber? 
Is it economical warehousing and delivery? Simplifica- 
tion of credits and collections? Maintenance of adequate 
stocks to service the trade? Sales effort? The question 
may best be answered by presenting several definitions 
of the jobber’s functions as drawn by a number of 
manufacturers : 

(1) “We expect a wholesaler to carry a complete 
stock of all of our items that will give him a reasonable 
turnover. We further expect him very definitely to let 
his trade know that he carries our line in stock. We 
would like to feel that he would also really sell our 
merchandise but realize there are limitations upon what 
we may expect in this direction.” 

(2) “We expect a wholesaler to stock, sell and bill 
our materials, popularizing them wherever possible 


when consistent with his own profits. We expect him to 
be interested enough in our welfare to ask questions 
pertaining to our line and to ask for sales and advertis- 
ing help when needed. We expect him to work with us 
for our mutual benefit in exchanging trade and price 
Wwe expect 


information. Broadly speaking, him to 
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Why Jobbers 


FAIL 


By JAMEs L. PALMER 


Associate Professor of Marketing 


University of Chicago 


There are four fundamental 

reasons why jobbers fail. 

And, one of the chief causes 1s 

detected in unsound sales prac- 
tices and policies 


become a partner in our business. We expect him to 
have complete confidence in us and to desire to co-oper- 
ate with us.” 

(3) “We expect the jobber to catalog our line, to 
stock it in reasonable variety and quantity and to sell it 
in preference to any competitive lines. We expect him 
to contact with all users of our products in his territory 
and to obtain at least a share of the business of each 
buyer.” 

(4) “We expect the jobber to carry a stock of our 
material to supply the demand. If we have a policy of 
limited distribution we expect the jobber to put forth 
sales efforts for us. We do not expect him to substitute 
inferior and cheaper merchandise where we have by 
advertising and sales effort created and developed a 
market.” 

It will be observed that these manufacturers are in 
substantial agreement that the jobber should perform a 
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selling function for them. They likewise all recognize 
that there are definite limitations as to what may reason- 
ably be expected in this direction. 

But while manufacturers seem to regard jobbers as 
their selling representatives there seems to be some 
tendency for jobbers to look upon themselves as pur- 
chasing agents for their trade. They often admit no 
responsibility to the manufacturer, claiming that their 
sole function is to distribute all items demanded by the 
trade, regardless of the effect upon the interests of 
individual manufac- 
turers. While from 
the jobber’s stand- 
point this attitude may 
be perfectly sound it 
obviously does not 
meet with the ap- 
proval of suppliers. 
With a selling prob- 
lem as well as a distri- 
bution problem they 
naturaliy cast about to 
find jobbers who will 
give some support to 
their lines, or they 
even sell direct to the 
trade when circum- 
stances are favorable. 
As a consequence, the 
jobber who recognizes 
no obligation to the 
supplier may find his 
position none too 
secure. 


attributed to: 


The fact which I 
wish to emphasize is 
that to be successful 
the jobber must define his place in distribution. He must 
serve the interests of the other parties to the marketing 
process whether he likes it or not, and whether it involves 
departure from traditional methods of doing business or 
not. Whether a jobber who regards himself as the pur- 
chasing agent for his trade is in a stronger position to 
earn profits than one who views himself as a part of 
numerous manufacturers’ sales organizations I do not 
know. The individual jobber must answer that ques- 
tion for himself. There is some reason to believe that 
some jobbers have not faced the question squarely and 
as a consequence may be following a policy which is 
out of step with the times. I presume the products of 
your industry fall into two broad classes, staples and 
specialties. The former require more or less general 
distribution, which means that no jobber can give them 
much sales support. The latter can be, and often are, 
distributed on an exclusive or limited basis, which means 
that the jobber is expected to put a substantial amount 
of sales effort behind them. From such facts as I have 
been able to obtain I suspect that that jobber who is 
geared to service the trade well on staples and at the 
same time to do a reasonably good selling job on spe- 
cialties is in an excellent strategic position. He will not 
even then be able to satisfy all parties but will certainly 
more nearly achieve that objective than will the jobber 
who operates his business more or less without regard 
for the interests of his suppliers. 
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Lats is the 
first of a series of articles 
by Professor Palmer on 
“Why Jobbers Fail’. 
In subsequent issues he 
will discuss the reasons 
Unsound 
buying and merchandtsing; 
financial and price policies; 

management factors 


That jobbers do not always intelligently define their 
responsibilities in distribution may not be an explanation 
of why they fail, but in my judgment it is an important 
explanation of why they are more successful in earning 
profits. 


The main reasons for the failure of jobbers seem to 
lie in management practices and policies. These I shall 
discuss under the following heads: (1) Sales; (2) 
Buying and merchandising; (3) Financial and price; 
(4) General management. 


Unsound Sales Practices: 


(1) Failure to maintain ade- 
quate sales volume. A very large 
part of the total expense of the 
average jobber is for all practical 
purposes fixed cost. It cannot be 
reduced proportionately as_ sales 
volume declines. It is therefore im- 
perative to set a deadline and to 
exert every energy to keep volume 
about that line. A second reason 
for maintaining volume is in the 
fact that high stock-turn is neces- 
sary in the electrical supply busi- 
ness in order to earn satisfactory 
profits on investment. In any busi- 
ness where many items must be car- 
ried in stock high stock-turn is im- 
possible without substantial volume. 


(2) Unaggressive sales organi- 
zation. The trade is in agreement 
that competition for business is 
keener than ever. Business can be 
had only by fighting for it. It seems 
to be the feeling of some observers 
that certain jobbers who years ago 
found it possible to coast along and make satisfactory 
profits have never rid themselves of the habit. They 
have failed to realize that business has become harder 
to get and that coasting will not produce results when 
one’s competitors are applying real motive power. 


(3) Indiscriminate selling. The impression seems to 
be widely held that many jobbers do not sell on a se- 
lective basis. They try to cover too much territory. 
They sell many weak accounts. They sell small accounts: 
more or less indiscriminately and without regard to cost. 
Dealers are selected without reference to their busi- 
ness and merchandising ability. How many jobbers 
have taken the time to analyze their business by ac- 
counts? How many have attempted to discover how 
many accounts are being serviced at a loss? 


(4) Failure to study markets. Jobbers do not al- 
ways possess full facts as to where their markets lie. 
They do not know how the various kinds of business 
are divided between the different sections of the market. 
They do not know how much of each kind of business 
they can reasonably expect to secure. As a consequence, 
they have no basis upon which they can intelligently 
direct advertising and sales effort. 


(5) Failure to work closely with the trade and un- 
derstand its problems. As one manufacturer expresses 
it, “jobbers too often fail to understand the problems 
and troubles of contractors and (Turn to Page 50) 
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HEN an order for merchan- 

\ dise reaches the office of the 

General Electric Supply 
Company, Denver, Colo., it is logged. 
This is accomplished by listing the 
customer’s name and address and his 
company’s order number, if he sends 
an order in on one of his own forms, 
in a long book with each line seri- 
ally numbered down the pages. The 
number at the beginning of the line on which the cus- 
tomer’s name is placed is the number given his order 
henceforth as it passes through the office machinery set 
up to handle it. Likewise this is the number referred 
to henceforth in correspondence concerning the trans- 
action. 

An advantage in this is that in case the customer 
writes in at a later date concerning his order of such 
and such a date, or if he refers to it by number, the 
clerks can immediately turn to this book and ascertain 
the serial number. If he refers to it by serial number 
instead of date, the date can quickly be ascertained. 

From the logging book, which is stationed on the top 
of the filing system used for the perpetual inventory, the 
order goes to the inventory desk where the merchandise 
ordered is subtracted from the stock on hand as indi- 
cated by the cards in the file. It is then costed and goes 
to the price clerk who makes arrangements for city 
buys or factory orders as the necessity requires. Then 
it is edited and a master order is made out on type- 
writer equipped with copying ribbon. 

The master order is then sent to the ditto machine 
where in just a few seconds the operator makes out 
the acknowledgment, the invoice, the factory order, if 
it is to come from the factory, the warehouse requisi- 
tion, shipping order, tags, and so forth. In fact all forms 
needed in handling the order are printed on the ditto 
machine in just a few seconds and the operations of 
filling the order are under way immediately. In case 
the merchandise called for on the order is located on 
two or three different floors, the ditto machine operator 
makes out as many additional copies of the warehouse 
requisition as is necessary to give each floor a copy so 
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© RDER S for 
lectrical Goods 


A simple, accurate system of han- 
dling orders is essential tf prompt 
service 1s to be given customers 


By WILLIS PARKER 


that there will be no delay in getting the goods down to 
the shipping room where it is assembled and made ready 
for shipment. 

The warehouse requisition is made out on a yellow 
form and the duplicates of it are made out on white 
paper. The shipping tags, freight or express, accompany 
the warehouse requisition to the shipping room. 

When all forms have been made out on the ditto 
machine, the master invoice is filed in a loose-leaf binder 
for future requirements. 

As soon as the order has been filled by the warehouse 
and shipping room, the yellow copy is returned to the 
office as an indication that the transaction is closed, as 
far as the shipping department is concerned. 

So well arranged are the various forms that the in- 
formation contained on the master invoice fits exactly 
as needed on each and every form. Where information 
on the master invoice is not required or advisable on the 
other forms, those forms contain (Turn to Page 72) 

















Radio Distributors 


ADIO retailers are now handling electrical ap- 
pliances. Many of them are doing it very suc- 
cessfully, and most of them claim that these 

appliances are all that stand between them and a stony 
hearted sheriff with his paste tube and bankruptcy 
notice. 

Yet strange to say most of the distributors who make 
their living by selling these radio retailers are very 
sure that they cannot make money by selling electrical 
appliances. Many of them have tried it and given it 
up as a bad job. 

The idea of a radio distributor selling electrical ap- 
pliances is basically sound. When it fails the fault 
may be usually laid to the method used. 

Theoretically a man can sell two needed articles to a 
friendly dealer just as well as he can sell one. Or he 
can sell an electric refrigerator at the height of its 
season and then with the approach of the radio season 
he can turn about and place equal enthusiasm in that. 

But as a matter of fact this cannot be done by the 
average salesman. Once he is sold on a certain type 
of merchandise it is almost impossible for him to regis- 
ter the same enthusiasm for another. 

In fact it has been proven that the same sales force 
cannot make a real success in selling two or three dif- 
ferent brands of radios. The star salesman who can 
sell radios one year, trucks the next and drainage pumps 
the third is too rare a species to be worth considering. 


However, there is a way out of this problem for the 
radio distributor. Radios and electrical appliances have 
been successfully sold by the same firm—when a sep- 
arate sales department was organized for that purpose. 

The distributor who does this has several. advantages 
over the new concern organized to sell appliances. He 
has an established good will among his potential cus- 
tomers. He has a warehouse and bookkeeping depart- 
ment that can handle the new business at very little 
extra cost. 

With appliances he is able to keep these departments 
operating normally during the dull season for radio. 
He is able to keep his radio sales force at work sell- 
ing what sets they can and buliding up a clientele for 
the coming season. 

Having steady work for a salesman enables him to 
keep the best men on the force and have them when 
the season opens. It is hard for any concern to keep 
men on the pay roll when their sales do not pay 
their expenses but with a continuous revenue coming 
in from appliances it is another matter. 

The sales force on appliances can be paid on a 
straight commission basis so that overhead in that 
department is reduced to a minimum. 

It is claimed by some that because the radio is 
becoming increasingly popular the seasonal peaks will 
be eliminated but this is not true. The warm summer 
weather will always find people out of doors, vaca- 





A Typical Radio Dealer’s Store In Which Electrical Appliances Are 
Playing a Big Part In the Owner’s Success. 
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could handle 
Appliances 


At the recent convention of the Radto 
Wholesalers Association Mr. Forbes 
recommended that serious consideration 
be given to the idea of radio jobbers 
In this article he 
stresses the reasons why radio dealers 
are outlets for such merchandise 


handling appliances. 


By ALLAN C,. FORBES 


tioning, and traveling as much as time and finances 
permit. During this season there will always be a 
depression in radio sales. Eventually more distrib- 
utors will utilize this depresssion for the sale of cer- 
tain appliances. 

In 1926 the Julius Andrae Company of Milwaukee, 
distributors of the Westinghouse line, began a policy 
of using separate departments to handle their various 
products. Mr. Schmidtbauer of that company told me 
sales for that year broke all previous records. The pol- 
icy was so successful that it was adopted permanently 
and they have never regretted this change. 

My own experience was somewhat similar. I was 
formerly connected with a concern that successfully 
sold radios and appliances. We had two separate sales 
forces. The radio men did an average volume of ap- 
proximately $900,000 annually. The appliance men 
sold around $200,000 worth of goods. 

If we had allowed every salesman to sell our com- 
plete line the sales of the appliance men would have 
increased but the sales of the radio men would have 
decreased to such a great extent that our total would 
have been considerably less. 

There are many pitfalls for the distributor in the 
selection of a market for appliances. When he ‘takes 


on a new product he makes out a list of class A desir- 
able dealers. 
and do not care for his proposition. 


He finds that they are already tied up 
Then he calls 
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on class B dealers. He gets some of 
them but not enough. 

In choosing the rest of his dealers 
from class C there are three things to 
consider: men, materials and money. 
The character of the men within the 
organization is, of course, the most im- 
portant. 

One factor in determining this should be an exam- 
ination of the sales records of the company. Are these 
men capable of putting your proposition over in a big 
way? To what items have they given their greatest 
support? I would notice whether it was some long 
profit article that might be termed illegitimate, or some- 
thing of real merit that would build reputation and 
good will for the dealer. 


Material comes next, including size of the business, 
territory covered, etc. Money is perhaps the least 
important of the three as a concern that is right on 
these two points is, or soon will be, right on the third. 


Selection of the item to be handled is also very 
important. An article that requires considerable serv- 
icing should be handled by a dealer who is in a posi- 
tion to give this service. When the radio gets out of 
order the owner sends for a service man and waits more 
or less patiently for his arrival. 


But if an electric refrigerator ceases to function 
and the baby’s milk sours and the lettuce wilts it is 
quite another matter. » 


The wise distributor considers all these things before 
taking on a new line. But remember, a man frequently 
hears nothing but bad news about a proposition; goes 
into it anyway, and dies a millionaire. 











The Value of SALE 


EING in the whole- 

sale electrical busi- 

ness and operating 
specialized departments for 
handling refrigerators, 
radio merchandise, and 
washing machines, we, like 
many other electrical whole- 
salers, were facing a condi- 
tion of diminishing margins 
of profit and an increasing 
sales expense in the smaller 
items of a less specialized 
nature. Realizing that an 
increase in the sales of 
some of these smaller spe- 
cialties, especially those car- 
rying a longer profit, would 
help correct this situation, 
we began experimenting 
with salesmen’s campaigns 
on these specialties. 

During the year 1928 we 
conducted salesmen’s cam- 
paigns with and _ without 
prizes to salesmen, with 
and without newspaper ad- 
vertising, and with and 
without tying in by direct 
mail advertising to dealers. 
Accurate records were kept 


of all results and reactions both from salesmen and 


from dealers. 


We also made an analysis which showed that about 
40% of our salesmen’s customers were giving us less 


“All our campaigns are conducted 
with visible charts. This is the chart 
for our present fan campaign. It will 
be noted that some of the men are 
already over their quotas. During 
the first three weeks of this year’s 
campaign our fan sales have exceeded 
those of 1929.” 


than $400 per year and in many cases 
our salesmen were calling on ‘customers 
giving us only $150 in annual business. 
They were calling on this type of cus- 
tomer as many or more times than they 
were on customers giving us $5,000 in 
annual business. 

During the latter part of 1928, and 
without letting the salesmen know, we 
conducted a 90-day test to determine 
just how the number of calls made by a 
salesman affected his sales and earnings. 
We found that every salesman’s sales 
and earnings were in direct proportion 
to the number of calls he made and that 
the more calls he made per day the more 
orders he would get and the greater sales 
and larger earnings he would make. 
While, of course, the daily sales would 
vary considerably, the monthly averages 
proved this to be true for each month of 
the three-month test. 

After the test was completed the actual 
results were explained to the salesmen. 
The effect from the fact that the test was 
actually made on them was much greater 
than if they had simply been told of the 
results of a similar test which had been 
conducted on some other organization. 
Since then we have continually kept these 
facts before them and as a result they 


arrange their calls at a time when they would be most 


likely to catch their customers in without long waiting 


“The more unusual the way of awarding the winners, the more 

interest is created. Here they are playing off the golf game 

with golf dice. Even the low man had some chance of winning 
this contest.” 
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or call backs. They are thus able to spend a greater 
part of the day face to face with their customers than 


was possible before the test was made. 

As a result of the analysis of the business 
from each customer, we immediately removed 
from the salesmen’s call lists those customers 
whom we felt sure could not qualify as a 
profitable type. At the same time we made 
up a definite schedule of calls that the sales- 
men were to make on each customer per 
month, varying the number of calls, of 
course, depending on the volume of business 
and other conditions. During the first quar- 
ter of 1929 we had reduced the number of 
customers on our salesmen’s list by 30%. 

From the data resulting from the experi- 
mental sales campaigns we then set up a 
year’s campaign for 1929 which we called our 
“1929 Banner Month Campaign.” 

In determining what items to campaign 
each month we gave consideration to season- 
able articles and national advertisers’ cam- 
paigns on items we were handling, thus ty- 
ing in with their activities. The advertising 
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specialties to a profitable basis. 


campaigns however must be carefully 
planned and conducted or their beneficial 


effect will be lost 


By R. P. HARRINGTON, 


Manager, Electrical Sales, National Electrical Supply Co., 


Washington, D. C. 


to dealers consisted mostly of direct mail activities 
divided into two parts. First a sales letter was sent 
to our dealer or prospective dealer list, covering the 
specialty we were pushing that month. Second, another 
letter was sent on the 15th of each month which sug- 
gested merchandising helps to the dealer. 

A brief outline of some of the campaigns is given 
in the following: 

January—Electric Fans. Broadsides furnished by 
the manufacturer were mailed to the dealers in place 
of letters. We started this campaign with a sales meet- 
ing on fans and offered prizes to the salesmen on a 
quota basis. The prizes were awarded by 
giving credits on holes in golf for contracts 
with orders. The salesman doing the best 
job got the most credits and consequently 
the most chances to make a low score in the 
play off. The golf was played off by rolling 
golf dice at a February sales meeting. The 
person making a hole in the least number of 
strokes won first prize and the next best 
won second prize. This type of contest is 
commendable because it gives the low men 
a chance to win a prize and therefore interest 
does not lag. As a result of this contest we 
had an increase in fan orders for January, 
1929, of 30% over January, 1928. 

January—Electric Irons. We sent a letter 
to the dealers and had some newspaper ad- 
vertising. We also offered prizes to salesmen 
on a quota basis. The result was that we 
sold four times as many irons as during the 
same period in 1928. 

January 15. We sent a short letter to the 
dealers on window display. 

February. A campaign on construction 
materials, using for a medium a wiring sys- 
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AMPAIGNS 


After a considerable amount of expert- 
menting we have satisfied ourselves that 
salesmen’s campaigns are of real value, 
especially in boosting the sales of smaller 


The 























R. P. Harrington 


tem which we tied in with news- 

paper advertising listing in the ad- 

vertisements the names of those con- 

tractors who had signed up to do 

wiring system jobs. We also offered 
prizes to our salesmen. 

February 15. We mailed a short letter to the dealers 
on interior display. 

March—Vacuum Cleaners. A letter and a broadside 
was mailed to our list of dealers. At our sales meeting 
we had a talk by a factory representative. We offered 
prizes to all salesmen reaching a set quota, and an 
additional prize to the man making the best showing. 
The result was that five out of the seven men exceeded 
their quota. As we had no cleaner campaign the previous 
spring, our sales in this campaign were four times as 
many cleaners as in March, 1928. (Turn to Page 76) 





“Campaigns help the salesmen develop their initiative. As a result 
of our cleaner campaign this salesman found some valuable cus- 
tomers in the rural part of his territory and developed a method 
of selling them.” 








A Manu facturer 


ASKS a QUESTION | 


N the course of digging here 

and there, unearthing news 

of interest to wholesalers, a 
most interesting letter was dlis- 
covered which was written by a 
manufacturer, asking quite 
frankly, whether he should meet 
price competition by adopting a 
selling method without a _ pro- 
tective clause, or whether he 
should continue to stand by his 
present jobber policy. 

In order to make clear the en- 
tire story, the letter which was 
written by A. H. Warner, presi- e 
dent of the H. B. Sherman Mfg. 

Co., Battle Creek, Mich., follows: 

“This is not an attempt to secure business, but a 
sincere request for your counsel in a matter of sales 
policy. Regardless of the size of our line or its im- 
portance to you, we believe the principle involved to be 
of real interest to you as a jobber. It has to do with 
our line in general and soldering lugs in particular. 

“On entering the electrical field some fifteen years 
ago, we originated a completely standardized line of 
soldering lugs and for the first time made the sale of 
such goods profitable and practical for jobbers. At the 
same time and after careful study we established a 
jobber policy, which we have conscientiously followed 
ever since. 

“This policy makes the jobber practically a partner 
in our business. By securing acceptance for our com- 
plete line by extensive advertising, uniform and fair 
prices in line with our efficient production facilities, and 
protecting the jobber on all business which could logi- 
cally be considered his, we have assured him good 
profits and permitted him to enjoy the fruits of his own 
labor in helping us. 

“The fact that we quickly acquired and have thus 
far maintained the position of the leading manufacturer 
in this line, would seem to argue that our policy was 
sound. We are not as yet seriously considering chang- 
ing it, and yet by force of circumstances we are at 
times almost tempted to do so. 

“The reason is that there seems an increasing job- 
ber tendency to recognize price alone in buying, regard- 
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Whether to meet ‘‘cut- 
price’’ competition or 
maintain a rigid jobber 
policy was this manu- 
facturer’s problem. His 
wholesalers answered tt 


for him 


, 


less of whether the seller pays 
any attention at all to jobber 
protection. Many jobbers will 
buy from makers who not only 
do not protect them, but who 
publish lower prices to potential 
jobber customers than to the 
jobbers themselves, or who have 
no selling policy other than sell- 
ing anyone at all at the best 
price they can get. 

“Now, we can meet price com- 
petition and it would be easier 
for us than for the others who 
do not maintain a full line, qual- 
ity and service. We realize that 
the jobber sells very little of our product on actual 
price competition. . 

“To meet such competition we should probably have 
to adopt similar selling methods. Thus far it has been 
our respect for our chosen jobber policy which has 
made us forego business rather than try to carry water 
on both shoulders. 

“We do not argue that our competitors haven't a 
right to choose their sales method either, but in looking 
into the future it occurs to us that should we ever be 
convinced that the manufacturer who does not support 
the jobber can get the jobbers’ business away from the 
maker who does support him, merely by slight price 
cuts, then we should probably feel that in justice to 
ourselves we ought not to sacrifice any chance of get- 
ting business for the sake of protecting the jobber. 

“We realize that you, too, are studying the future in 
planning for the maintenance of your position as job- 
bers, hence we believe such problems as these are of 
vital interest to you. 

“Please do not regard this as an unsportsmanlike 
complaint of competition, or think that it relates in any 
way to our dealings with your own house. 

“Because we think our interests are mutual, we ask 
your indulgence for this long letter and shall be very 
grateful for your friendly counsel.” 

An investigation indicated that the attitude of the 
jobbers toward the letter was most flattering to the 
company, and a further consultation with Mr. Warner 
as to the reaction of the wholesalers brought out the 
fact that several hundred replies (Turn to Page 50) 
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Let's Have 


Less SWAGGER and More SWEAT 


An Independent Jobber points out the 
changing conditions in the industry and 
indicates how to keep in step with them 


By A. F. HEARL 


President American Electrical Supply Co., Chicago 


E DO not claim to know 
all about the jobbing 
business. As a matter 
of fact, we are learning some- 
thing new every day. After the 
many years we have spent in it, 
however, we do feel sufficiently 
qualified to say that certainly 
from an independent jobber’s 
viewpoint it is a much different 
business now than it was in the 
days we thought we were jobbers. 
Methods employed 15, 10, or 
even five years ago are not ap- 
plicable to the present day prob- 
ems confronting the electrical 
wholesaler. 


The mere fact that some of the 
oldest and best known houses 
have failed to “get by” recently 
and have gone out entirely, or 
are operating under a creditors’ 
committee, indicates that some 
sort of a change must have come 
into the business. 

Maybe conditions have changed 
too fast for some. Maybe the fact that a few manu- 
facturers by-passed the jobber had something to. do 
with it. 

Maybe it was because of hand to mouth buying, which 
resulted in the average amount of each sales ticket be- 
coming smaller and smaller while at the same time 
“Johnny Overhead” kept on growing and growing. 

Maybe volume alone was considered and profit over- 
looked in the mad rush to build up a big business. 

Maybe too many jobbers still have antiquated systems 
and methods requiring costly detail work that today 
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might possibly be eliminated 

Maybe in order to give “sud- 
den service” as they call it, it is 
necessary to carry in stock many. 


ities. 

Maybe free delivery zones 
have been extended from what 
was a reasonable free delivery 
zone, as the name implied, to free 
delivery from coast to coast or 
“where do you want it?” 

Maybe the jobbers have so 
much confidence in each other 
that they feel they must cut 
prices in order to test that con- 
fidence. They surely do not do 
it to lose money; no one wants 
to do that. 

Maybe it is because service 
charges on returned goods have 
been discontinued and the ex 
pression “the customer is always 
right” adopted in its place. 

Maybe it all is due to one or 
a dozen different reasons, but 
the jobbing business today has become a job instead 
of a central station for arranging golf parties. And 
whether they keep on calling it keen competition, high 
cost of living, politics or what have you, we would say 
forget the alibi, and get a slogan that sounds something 
like “Less swagger and more sweat.” Get down to 
some real work and find out what is wrong with the 
business. When we have done that, maybe we will find 
out what is wrong with the industry and be in some 
kind of position ourselves to help correct it and make 
it an outstanding industry. 
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The Jobbing Business of Today Has Become a Job, Instead of a Central Station for Arranging Golf Parties. 


Electrical jobbers are all known to be pretty good on 
sharpening the pencil, so let’s do some good with that 
charge against us. We should continue to sharpen our 
pencils, but instead of using them to cut prices that 
we cannot afford to cut, we should use them to figure 
out our own costs of operation. Let’s figure out the 
cost of delivery today. Let’s figure out the cost of 
duplicate lines on the shelf, and not only the cost of 
investment in these lines but the incident cost of floor 
space, insurance, clerk hire, and so forth. 

Let’s find out exactly what it is and attack the thing 
that is really hurting us and not what we think it is. 

Let’s clean up our own backyard first and then get 
out of our own little sphere and think of the industry 
as a whole. 

Let’s quit thinking in terms of “me,” and think in 
terms of “ws.” We cannot stand alone any better today 
than we ever could. Some of us may not believe it, but 
we need each other. By that I mean, we all admit we 
need the industry, and as we are all a part of the 
industry which we need, we naturally need each other. 
We need more real confidence in each other. Let’s build 
up that industry, of which we are only a small part, 
but without which we would be out selling potatoes 
instead of sockets. 

We have a hunch that one jobbing house of which 
we know has been, and is, making some rather definite 
changes in its business. It is eliminating a lot of waste 
motion that it once had—eliminating loads and loads 
of records and useless data on thousands of items 
required only in a comparatively few cases. 

It may, after a while, have fewer manufacturer 
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friends. It may have to take shorter discounts on some 
items that it purchases, and it may have other troubles 
that come to a pioneer on a new, untried road. We 
hope the officers of this company do not experience 
these difficulties, but in any event we have another 
hunch and that is they will turn a lot of excess mer- 
chandise into cash and will have money in the bank 
after they have discounted their bills. Their turnover 
ratio plus cash discounts together with earned instead of 
slow moving shelf dollars, plus interest paid will return 
them a better net profit and they will be doing a much 
better job for those whose lines they do distribute than 
they ever did before. 

This particular jobber was able to build up a nice 
business near home while being driven out of its old 
stamping grounds in five other states when jobbing 
points were established all over those states. It has 
shown signs of being able to take some pretty hard 
knocks during recent years and somehow or other has 
held together an old and tried, true and trusty organiza- 
tion in all departments that is getting its share of busi- 
ness in the face of present conditions, and if this com- 
pany’s new activities seem to be a little radical we 
would suggest that it be not condemned too quickly or 
without being given a good chance to demonstrate the 
right or wrong of an idea that might supply the liquid 
condition it wants. 

And another thing: If this idea works, we have 
another hunch, and it is that a lot of fellows now 
spending most of their time sitting on creditors’ com- 
mittees will be able to do a little more work for their 
own houses. 
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Bruce Barton 
Says 


WORKING 





Harris & Ewing 


“Until human nature becomes more perfect than 
at present, I much prefer to be served by a 
smiling man who 1s frankly working for profit”’ 


HEN I first came to New York | 

began depositing every week in a 

savings bank. It was an unpleasant 
experience. 

The banking room was dingy, the police- 
man menacing. The receiving teller seemed 
to regard all depositors as a necessary 
nuisance. 

Having accumulated a couple of thousand 
dollars, I drew it out and took it to a big 
commercial bank. Imagine my surprise when 
I was introduced to a vice-president and 
treated as cordially as though I had been 
John D. himself. 

What made such a difference between the 
two institutions? 

The answer is very simple. In New York 
City the savings banks are mutual institu- 
tions, not conducted for profit. Every man 
in them has a secure job, but he knows that 
his job will be just the same no matter what 
he does. In no way can he increase the 
bank’s income so as to add to his own. 

In such a situation men become 
stagnant; and they don't care. 

The commercial bank, on the other hand, 
is frankly out to make all it can. The more 
the officers earn for the stockholders the 


static, 


more they get for themselves. Therefore they 
must be pleasant; they must give service; 
they must do whatever they can to make the 
accounts of their customers grow. 

A certain manufacturing concern in New 
England was conducted so conservatively 
that the income from its accumulated surplus 
was finally large enough to provide the entire 
dividend on the company’s stock. Imme- 
diately, deterioration set in. The general 
attitude was, “If you don’t like our way of 
doing business you can go elsewhere. We’re 
fixed, and we should worry.” 

Ultimately the company had to be reor- 
ganized. 

Much unthinking criticism is uttered about 
the sordidness of “working for money.” 


Y observation is that men in non-profit 

making enterprises, and this applies 
sometimes to charitable as well as business 
organizations, are tempted to feel that they 
are morally superior and are doing the world 
a favor by working at all. 

Until human nature becomes more perfect 
than at present, I much prefer to be served 
by a smiling man who is frankly working 
for profit. 


© McClure Newspaper Syndicate 
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MEN 
You Should Know 


JonatHAaN WoopHOUSE 


President, Woodhouse Electric Co., 
Norfolk, Va. 


ORN July 26, 1850, in Norfolk, Va., Jonathan 
B Woodhouse was but a child of three years 
when he had the misfortune of losing his mother, 
thus being robbed of one of youth’s greatest assets. At 
this age he became the charge of his maternal grand- 
mother until her death, then went to an aunt. He at- 
tended private school until the beginning of the Civil 
War, but upon the evacuation of Norfolk, the male 
members of his family having enlisted in defense of 
the South, his aunt, with many other ladies, became a 
refugee, necessitating his being sent to the country to 
another aunt and uncle, to remain until such time as 
he could be taken across the lines; this, however, never 
developed. Finally he became 
dissatisfied with his surround- 
ings and, being of an independ- 
ent disposition and wishing to be- 
come self-supporting, he decided 
to leave in search of employment. 
His first interview was with a 
Dr. Sykes, who knowing of his 
connections placed him as a mes- 
senger in the transportation de- 
partment of a railroad. Mr. 
Woodhouse states that although 
Dr. Sykes was of the Northern 
Army he found him a _ good 
friend, consequently, he remained 
with him until peace was de- 
clared. 

Due to the devastation of the 
Southern Country he found him- 
self parentless and pennyless at 
the close of the war and although 
deprived of a college education 
he continued to handle his affairs 
alone. During his early boyhood 
days he was considered a “bad 
boy” by many, possibly because 
of his determination to shift for 
himself and do things. At the 
age of seventeen his uncle doubt- 
less realizing his worth and wish- 
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He Always Took the 
Initiative 

OMPARATIVELY few men 

make an outstanding success 
in their native communities. Jon- 
athan Woodhouse did just this, 
though not through lack of travel, 
for when he was a young man he 
journeyed considerably before re- 
turning to histhome state to take 
up his life work. His success has 
been largely due to his vision in 
business affairs and he has many 
times taken the initiative on matters, 
against the advice of others, only 
to prove himself right. 


This is number 120 in our 
series of sketches of prominent 
wholesalers 


ing to be of assistance gave him employment in one of 
his crossroad general merchandise stores, which store 
he later took entire charge of, and for such services he 
states he received the handsome salary of $12.50 per 
month—not a week. 

While still employed by his uncle, and at the age of 
26, he married Miss Clara Francis Cornick and im- 
mediately left for New York City to seek his fortune 
with $260 between them. This was in 1876 and a presi- 
dential year on which account business was quiet and 
jobs hard to get, but as he had gone much against the 
advice of his friends who had told him that he would 
be back home again in less than a month, determina- 
tion again possessed him, so he accepted the only posi- 
tion he could find, after spending three days walking 
the streets of New York, which was with the Third 
Avenue Railway Co., at that time regarded the largest 
horse drawn railway in America. 

In approximately three years’ time he and his wife 
and his first child re- 
turned to Princess 
Anne County with 
their savings, with 
which amount, togeth- 
er with a small sum 
willed Mrs. Wood- 
house by one of her 
relatives, he purchased 
a small country mer- 
cantile business, and 
the two as partners 
continued working 
and saving. So at this 
point we find the 28- 
year-old capitalist the 
proprietor of his first 
business venture. 


It was not long un- 
til his business showed 
a substantial growth 
and he had added a 
farm and sawmill. He 
then constructed a 
telephone line serving 
a greater part of his 
county and it was 
here that he first 
made contact with the 


(Turn to Page 54) 
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Jonathan Woodhouse 


President, Woodhouse Electric Company, Norfolk, Va. 
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NEWS am VIEWS of the DAY 





Blissard Keeps Autos Off “Boul. Mich.” 


Chicago’s busiest boulevard, Michigan Avenue, would not be 
recognized in the above photo, taken facing the downtown 
district from Ohio St. A Spring blizzard on March 25 was 
responsible for the barren appearance of the famous street at 
11:00 p. m., when it normally would be crowded to capacity 
with homeward bound theater crowds. The offices of THE 
Jopper’s SALESMAN are at the extreme right—P. & A. photo. 


A Night View of Grant Monument 


Right: Many people will recall of having seen this monu- 
ment when they passed through Lincoln Park in Chicago. 
It is located near the drive and is 
extremely beautiful at night. — Un- 
derwood & Underwood photo. 


a 
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How Passenger Cars Keep Up 
Appearances 

Left: Vertical rotary brushes, operating 
electrically, keep passenger cars of the 
Baltimore & Ohio Road spic and span. 
This method is something new, previous to 
this cars were washed and scrubbed by 
hand. Here are seen the brushes.—P. & 
A. photo. 
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GREATER SIMPLICITY... FEWER PARTS... 


Quicker, Easier Renewals are Features of the New 


UNION 


Ferrule Type Renewable 


FUSES 


SERS who have seen the new ferrule 

type Union Renewable Fuse declare 
it the simplest, most practical, easiest fuse 
to renew. 
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Caps are one piece, insuring 
positive contact with the clips. 































Besides the link there are only 
three parts—two caps and the casing. 
And the caps have no loose washers 
to drop or lose. To renew, simply 
unscrew the caps—pull out the link, 
insert a new one, screw on the caps 
—and the fuse is ready for service. 

It is designed to withstand blow- 
out after blowout—reducing yearly fuse 
costs. Venting which relieves the pressure 
caused by the blowing of the link, and 
makes long life possible, is secured by an 
exclusive method—through the end caps, 
not the threads. 

The link is held diagonally in the heavy 
horn fibre casing—keeping it from touch- 
ing and charring the fibre, or interfering 
with the accuracy of the rating. The link is 
supplied bent at only one end. The straight 
end is inserted in slots and bent over, in- 
suring correct fit automatically. Slots are 
large for easy cleaning and inspection and 
are so shaped that the link can not twist. 

Jot down a sample order for use on a few 
of your most troublesome circuits. Actual 
use will prove these superiorities. We will 
be glad to tell you which wholesalers handle 
Union Renewable Fuses in your territory. 








The knife-blade type Union 
Renewable Fuse also has an ex- 
clusive system of venting, few 
parts, substantial construction 
—and a link notched at both 
ends to permit quick, easy re- 
newals. These features and the 
rugged grey horn fibre casing 
are a guarantee of longer fuse 
life—a new fuse for the price 
of a link. 


JEFFERSON 


ELECTRIC COMPANY 


1519 South Laflin Street, Chicago, Ill. 
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New, Improved Design 
Universal Adjustment 


For 300-500 Watt PS Lamps. 
Equipped withSterling guaran- 
teed silvered glass Reflector, 
and flange base forattachment 
to walls, ceilings or transom 
bars. 





MAIL COUPON NOW 


Reflector & Illuminating Co. 
1411 Jackson Blvd., Chicago, III. 


Please mail us complete information on 
yournewFLOOD-O-LITE SENIORNo. 4010. 


Name____ 




















“Tt Penetrates the Brightest 


Show Windows” 


FLOOD-O-LITE SENIOR gets through. 
This new Spot Light has a concentrated 
beam strong enough to penetrate the high- 
est intensity of general illumination used 
in window displays. It ‘‘spots out’’ and ac- 
centuates objects in a manner that is tre- 
mendously valuable in stimulating sales. 


This wonderful new unit furnishesanother 
Sterling opportunity in providing a new 
and better spot-light service . . . more ef- 
fective and more efficient than any avail- 
able heretofore. 


Reflector & Illuminating Co. 


Manufacturers & Engineers 


1411 Jackson Blvd. Chicago, U. S. A. 





REPRESENTATIVES IN ALL PRINCIPAL CITIES 
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 Gepcung to quick thinking, quick ac- 
tion, modern executives demand 
equally prompt transmission of their de- 
cisions. More and more they are turning 
to Postal Telegraph. 

Daily across Postal Telegraph’s vast 
network of wires speed increasing thou- 
sands of orders, quotations, reports, reser- 
vations . . . Written records handled with 
dispatch and accuracy that spell more 
business, better business relations. 

An alert, courteous messenger to pick up 
your message . . . highly trained operators 
to send and receive it . . . another alert 
messenger to deliver it... or sending 
and receiving via the new typing tele- 
graph equipment. Throughout each 
rapid transaction a high morale, a courte- 
ous efficiency, a sense of extra service which 
distinguish Postal Telegraph today. 












Postal Telegraph flashes 


messages to 70,000 points 
in the United States ... 
8,000 in Canada .. . 
















...and by coérdinated cable or radio 
to foreign points . : . ships at sea 


Postal Telegraph, through affiliation 
in the International System, goes to 
Europe, Asia, the Orient over Com- 
mercial Cables; to the West Indies, 
Central and South America over All 
America Cables; to ships at sea through 
Mackay Radio. The only American 
telegraph company offering a 
coordinated communica- 
tions service. 








Commercial Cables | 
All America Cables | 
Mackay Radio | 
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NEWS i VIEWS of the DAY 





World's Largest Light Bulb 


The largest light bulb in the world, made especially 
to meet the unusual requirements of color photog- 
raphy, was imported to Los Angeles, Calif., by the 
motion picture industry, and is shown for the first 
time as illuminating engineers prepare to install it for 
use. The giant gives a beam of light of 6,000,000 
candlepower, and is the handiwork of scientists of the 
General Electric Co. Photo shows Miss Lolita Van- 
drell with the huge bulb.—P. & A. photo. 

















America’s First Mechanical Gym 
Fifty-five different health-bringing, weight-reducing exer- 
cises are available for the first time in Chicago. Photo 
shows Hazel Nyman on leather cover friction drum to draw 
the blood down from the body to the feet. This machine is 
used for cold feet and tender hands.—Underwood & Under- 
wood photo. 





Girls Could Not Entice Little Jacqueline Olson 
into the Pool 


“Come on in, the water’s fine,” said some girls in 
the tank to Jacqueline Olson, when they were enjoy- 
ing the rays of the sunlamp at the Illinois Women’s 
Athletic Club recently between dips in the pool. 
Their pleadings apparently were not heeded by the 
youngster and she had as much pleasure under the 
sunlamp as they had in the pool.—Underwood & 
Underwood photo. 
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Announcing 
the new 


Stanoatcd 


ELECTRIC 
WATER HEATER 


The growing field for electric water heaters— 
evidenced by our increasing water heater 
business—has led us to design a new and 
greatly improved type in which the heater 
is entirely enclosed. The new Standard 
heater is of storage type, 18 gallons capac- 
ity, furnished ready to attach to cold water 
inlet and the hot water line. Thoroughly 
insulated to prevent heat loss, with hot 
water line trap to prevent circulation loss. 


Operation is extremely simple. 
When switch is turned “ON” 
the hot water begins to store at 
once in the top of the tank, 
continuing until tank is filled. 
The Automatic thermostat 
thenturns current off. Current 
automatically turns on to re- 
plenish hot water drawn off. 
Fitted with pilot light and clock 
plug (clock is optional). 











There is a splendid selling field for electric hot water heaters — 
and for the “Standard” in particular. Write for full details. 


The Standard Electrie Stove Co. 


Toledo. Ohio 


OLDEST EXCLUSIVE MAKERS 





OF ELECTRIC RANGES 
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Representative Wholesale Houses 
General Electric Supply Corporation, Long Beach, California 


N January 20 the Long Beach 

branch of the Los Angeles Division 
of the General Electric Supply Corp., 
formerly Pacific States Electric Co., 
took possession of new quarters at 
1100 West Broadway, Long _ Beach, 
Calif. The new structure, which is much 
larger than the former location of the 
company, will be used for offices, ware- 
house, display and service rooms. F. J. 
Airey is manager of the Los Angeles 
Division of the General Electric Supply 
Corp. 
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Here is the display room for appliances and 
telechron clocks. 


Above: Office and sales- 

room of the company. 

Note convenience of 
stock room. 


Right: The radio display 
room is furnished in excel- 
lent taste. 


Stock room of the company devoted to wire Package goods are stored in this room. 
fittings and pipe storage. Note the excellent lighting. 
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ROMEX 


easy to get to the job 





RomeX is lighter to handle and 
therefore far easier for any contrac- 
tor to put on the job. 

It needs fewer fittings. No knobs, 
tubes or pipes. Just string it through 
a series of holes. Hold it with a few 
simple straps and the job is done! 

No need for a big kit of tools. You 
can cut it with pliers and handle it 
like ordinary code wire. 

RomeX is the modern wire for 
rewiring houses and for installing 
new convenience outlets. Because 
of its complete simplicity it means 
more jobs, quicker jobs—and there- 
fore more profits! Rome Wire Com- 
pany Division of General Cable 
Corporation, Rome, New York. 





ROME. WIRE COMPANY DIVISION W/ 


GENERAL CABLE CORPORATION 
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crs Salesman 


W. J. McLAUGHLIN, £ditor 


The Annual 
Sales Contest 


HE ANNUAL “Summer Sales Prize Con- 

test” of THE Jopper’s SALESMAN is only 

two months away. This contest which 
started in a rather modest fashion has now reached 
such a degree of popularity that the sales totals 
reported in 1930 should exceed one million 
dollars. 

Entries are pouring in from all over the country. 
Manufacturers are equally enthusiastic. Those 
sales managers of electrical wholesale houses who 
have not as yet entered their men are urged to do 
so at once, in order that they may be in line to 
get off to a flying start on July 1. 


Ma ybe 
Were Wrong 


ORE than one complaint has reached the 

editor's desk, on the lack of courtesy and 

time extended to manufacturers’ repre- 
sentatives, particularly on first calls by purchasing 
agents and sales managers of some electrical whole- 
sale houses. Maybe the situation is just none of 
our business and then maybe again it is. The less 
serious result of such treatment is that the manu’ 
facturer feels perfectly right in relating his ex- 
perience with no attempt made to conceal names. 
Frankly, it is an occasional shock to us to learn 
that “Bill Jones” on whom we always looked as 
quite a chap, refused to extend common courtesy 
to a manufacturer's representative when he had 
something really worthwhile to offer. No jobber 
can ever be forced to take on a line but certainly 
he owes it to his own interest to find out whether 
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or not that line offers possibilities for good profit. 

The more serious result of such a situation is 
that the manufacturer is driven to the wholesale 
mail order house, and here is where he secures a 
picture by contrast. Trained men are awaiting 
him, not only ready but eager to hear what he 
has to offer. And time is no consideration. They 
give him an hour or day to cover his product and 
his merchandising set-up. 


This is not a shrewd guess on our part, for only 
recently a manufacturer, meeting with an aston- 
ishingly cold reception from an eastern buyer, 
turned to a mail order house and was quite over- 
come by his reception. 


It is a reflection on the wholesaling industry 
that men who exist by reason of the fact that 
material is sold, have so little time for salesmen. 


Enter the Switchboard 
Operator 


T WAS not at all surprising to find the em- 
phasis placed on the value of a competent, 
pleasant, intelligent switchboard operator both 

at the Lake Michigan Club meeting and that of 
the Missouri River Club. 


Frequent instances have been cited of switch- 
board operators who keep the salesmen keyed up 
by their interest in the results of calls. Similar 
stories are told of girls who take no small amount 
of orders by telephone, once the customers have 
learned to place confidence in them. 

An operator with the proper sense of her duties 
and possibilities is an important cog in the sales 
staff of any wholesale organization. And, it 
would pay executives well, to exercise good judg- 
ment and care in their choice of girls for this 


kind of work. 


How About the 
D. C. Se? 


ITH the big annual R.M.A. trade show 
just around the corner, hopes are revived 
that some manufacturer will have on dis- 
play a substantially built, reasonably priced D. C. 
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set to take care of that vast army of radio pros 
pects awaiting such a piece of merchandise. 

Battery manufacturers claim the surface is but 
scratched in this particular field. As a matter of 
fact they maintain it is badly neglected. Certainly 
there still remain countless farmers to whom al- 
ternating current is unavailable. In the larger 
cities, like Chicago, there are big territories still 
serviced by direct current. While it is appreciated 
that converters are being offered to handle such 
business, they are expensive, and the combination 
of converter and set by no means satisfies the 
demand for a low-priced D.C. battery operated 
set. 


Attend the 
N. E. W. A. Convention 


LSEWHERE in this issue you will find an 
announcement of the National Electrical 
Wholesalers Association Annual Spring 

Convention. Jobbers are most earnestly urged to 
attend this meeting. If you are a member, well 
and good, if you are not, you will be not only 
equally welcome, but also amply repaid for your 
time. 

It sounds trite to state that you should be a 
member of the Association for that statement has 
been repeated many times. But it is obvious to 
those who attend that there is so much real bene- 
fit to be derived from meetings of this character 
that it is difficult to understand how any jobber 
can feel justified in overlooking them. 


The Radio Press 


Association 
ITH the formation of the Radio Press As’ 


sociation, the grouping of radio interests 

seems to have been completed. The step 

taken is not only an excellent development for 
the radio press, but for the industry itself. 

Without in any sense of the word, taking a 

bow, it is only natural that editors in general, 

having a national viewpoint on the industry which 

they are serving, are in a position to offer worth- 

while suggestions on many topics. Heretofore, 
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the meetings of the radio associations have been 
for members only, and as a consequence, the men 
vitally interested in securing news and writing 
facts, have had to depend on other sources for 
their information. The action of the National 
Federation of Radio Associations in accepting the 
Radio Press Association into its fold means that 
these editors are now privileged to hear the dis- 
cussions on the floor, and possibly contribute to 
them. 

The forward step in this movement will reflect 
itself in better conditions for the industry as a 
whole. It will certainly help to curb, if not to 
eliminate entirely, those premature announce- 
ments of developments which have in the past 
upset the merchandising plan of manufacturers, 
wholesalers and dealers. 

It might be well to include at this time that 
H. H. Cory of The Radio Record, a man well 
known to the entire industry, is chairman of the 
new association. The executive committee con- 
sists of: Lee Robinson, Talking Machine World 
and Radio Music Merchant; Ray Sutliffe., Radio 
Retailing, and W. J. McLaughlin, THe Josser’s 


SALESMAN. 


A Wrong 
Viewpoint 


OME electrical wholesalers apparently have 
the wrong viewpoint on the subject of “Se- 
lective Selling” for they offer as a serious 

objection the fact that the small buyer of today 
is the large buyer of tomorrow. 

At first blush that statement may sound quite 
logical, but when statistics show that 50% of the 
accounts on a company’s books represent only 
5% of the volume, then it is quite obvious to 
assume that the wholesaler is more than slightly 
optimistic over the value of the small buyer. 

Of course it is true that some grow, in the 
natural evolution of a business, but it is no trick 
to discover the many among the 50% whose busi- 
ness has maintained a straight line curve over a 
period of years. 

In reference to this class, we say they are simply 
unprofitable to contact. And, the sooner they 
are eliminated from the books of the wholesaler 
the quicker he will realize a satisfactory return 
on his investment. 
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Market for Electrical Supplies 


Compiled Monthly from Reports Made to THE JOBBER’S SALESMAN, by 
Wholesalers, on Market and Price Conditions for 22 Key Products. Numerals 
Indicate Number of Wholesalers Reporting in the Respective Territories. 








COMMODITY 


EASTERN 


STATES* 


CENTRAL STATES* 


WESTERN STATES* 





MARKET 
Mar. 15 to 
April 15 


PRICES 
General 


Trend 


MARKET 
Mar. 15 to 
April 15 


PRICES 
General 
Trend 


MARKET 
Mar. 15 to 
April 15 


PRICES 
General 
Trend 























Transformers, insulators, distribution 
equipment 





Poles and pole-line hardware 





Switchboards and accessories 





Motors and control apparatus 





Safety switches 





Wiring devices 
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Flashlights and batteries.............. 





Telephone equipment................- 
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ALL 22 LINES COMBINED 


EASTERN STATES 


CENTRAL STATES 


WESTERN STATES 





Good 


Fair 


Poor 


Good 


Fair 


Poor 


Good 


Fair 


Poor 





Mar. 15— April 15, 1930 


12% 


45% 


43% 


13% 


45% 


42% 


15% 


58% 


27% 





Same Period Previous Month.......... 


12% 


54% 


34% 


12% 


49% 


39% 


16% 


46% 


38% 





Same Period Year Ago 








28% 


38% 


34% 


24% 














51% 


25% 








33% 








47% 


20% 








*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; Western 
States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, Oklahoma and Texas 


Central States include all between. 
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|BIG PROFIT PER SINGLE SALE! 











ANITILING 
ACCESSORIES 





MOTOR-DRIVEN- BRUSH 
CLEANER AND SANITIZER 
‘. Se as TERRE 


A NEW RAPID SELLING COMBINATION 





What feature sells electric cleaners for dealers? 


MOTOR-DRIVEN-BRUSH ACTION! 


What enables house-to-house crews to sell cleaners 
at from $75.00 to $85.00 against dealer competi- 
tion?—Equipment which Sanitizes, Repels Moths, 
Deodorizes and provides for easier ‘‘off-the-floor”’ 
and Auto Cleaning! 


Now DEALERS can offer complete SANITIZING plus Motor- 
Driven-Brush action and convenient Auto Cleaning at 
about half the price of any other Sanitizing System! 


The new CLEMENTS Motor-Driven-Brush Cleaner, alone, 
sells at only $39.50. Accessories at $8.00 additional 
include not only all cleaning parts commonly given but also 
Sanitizing Compound, exclusive Sanade Compound Dis- 
penser—and Carrier Handle. The Carrier Handle and the 
convenient cleaning accessories make it possible to apply 
the full power of a standard size cleaner to every ‘‘off- 
the-floor’”’ cleaning task. 


Only by merchandising exclusively through regular 
dealer-jobber channels can CLEMENTS offer such port- 
ability, sanitizing and Motor-Brush action at this rock 
bottom price. And never before have you been able 
to offer such equipment to your dealers. 


Think what this amazing combination makes possible 
for your dealers. It enables them to bring into their stores 
business which is now going to house-to-house crews. 
It permits them to sell in volume right from their floors 
an item on which there is a mighty nice profit per single 
sale! With this equipment dealers can now meet house- 
to-house competition by offering—at about half the 
The only Motor-Driven- price—everything which expensive machines give. They 
BRUSH CLEANER can defeat all competition by giving Motor-Driven-Brush 


action which no other Sanitizing System provides. 





























with a motor built to 
Let us give you full details about our plan which will 
help you get this interesting story before your dealers— 
Its rugged construction quickly! We can show you amazing sales opportunities 
opened up by this new combination. Write for full details. 


industrial specifications. 





eliminates repair risks. 
Its super suction makes 


the use of sanitizingend | CL] EMAENTS MFG. CO. 


cleaning accessories 
625 FULTON STREET, CHICAGO 





practical. » » » » 


Sanitizing and Cleaning 


Accessories —at the price of 
encememmmmM aE e883 Cleaning attachments—alone! 
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10 YEARS AGO 


HIS MONTH 


A new department containing news of the 
happenings among jobbers and manufacturers 
This information 1s secured from 
the corresponding issue of the paper in 1920 


a decade ago. 


Mann Forms New Company 


M. L. Mann, for 21 years in the elec- 
trical supply and contracting business 
and who on April 1, 1920, resigned from 
his office as secretary and treasurer of 
the Perry-Mann Electric Co., Columbia, 
S. C., which he had held since 1903, has 
incorporated a new firm known as the 
Mann Electric Supply Co. The new 
company will be located in Columbia, 
S. C., and Mr. Mann will be its presi- 
dent and treasurer. 

ck ok ak 


Moffatt Goes to Matthews 


Matthews Electric Supply Co., Bir- 
mingham, Ala., has added a new mem- 
ber to its sales organization. This time 
it’s P. K. Moffatt, lately of the supply 
department, General Electric Co. 

x * x 


St. Paul Electric Renews 
House Organ 

After an unavoidable absence of sev- 
eral months, “Everlite,” a monthly serv- 
ice bulletin, published by the St. Paul 
Electric Co., St. Paul, Minn., has made 
its appearance again, beginning with the 
February issue. 

* * a 


Columbus Electrical Show a 
Success 


The fourth electrical show of Colum- 
bus, O., held in Memorial Hall during 
the week of April 4, was a complete 
success from both the standpoint of visi- 
tors and exhibitors. Besides the execu- 
tive board, of which A. E. Loeb, Avery 
& Loeb Electric Co., was chairman, and 
George E. Fern, manager of the show, 
a great deal of credit for its success is 
due to the state university students and 
jobbers’ salesmen traveling in Columbus 
territory. 

x ok Ok 


N.E.L.A. Men to be Well Enter- 
tained 


Although the convention of the Na- 
tional Electric Light Association to be 
held in Pasadena, Calif., May 18 to 22, 
will be an extremely busy one, the en- 
tertainment features will not be over- 
looked. “Hillside,” the beautiful home 
of John B. Miller, President of the 


Southern California Edison Company, 
and the wonderful grounds surrounding 
it, will be the center of the chief social 
event for the ladies who attend the 
N.E.L.A. Convention. Delegates and 
their guests will be entertained at tea 
in the home and on the grounds Thurs- 
day afternoon, May 20, at 4 o’clock. The 
hosts and hostesses will be Mr. and Mrs. 
Miller and the five vice-presidents of 
the Southern California Edison Company 
and their wives. 
* * * 


J. F. Galvin Heads New Concern 


J. F. Galvin has resigned from the 
position of manager of the St. Louis of- 
fice of the Robbins & Myers Co. to be- 
come president of the new H-G Manu- 
facturing Co., 1215 Pine street, St. Louis, 
Mo., which will manufacture fractional 
horse-power motors. Mr. Galvin is suc- 
ceeded by J. P. Lafferty. 

* ok Ok 


Promoted to Wireless Manager 


J. De Blasia has been promoted to the 
position of manager of the wireless de- 
partment of the Manhattan Electrical 
Supply Co., 17 Park place, New York 
City. Mr. De Blasia has been actively 
identified with wireless development for 
several years. 

* * 


New Jobber in Field 

Republic Electric Co. is a new elec- 
trical supply jobbing concern recently 
organized in Davenport, Ia., with offices 
at 121 East Front street. Thomas H. 
Harris, formerly with the Post-Glover 
Electric Co., Cincinnati, and the Varney 
Electrical Supply Co., Indianapolis, is 
general manager. He announces that 
the company will do a strictly wholesale 
business, operating within a 100-mile 
radius of Davenport. 

* * K 


Robbins & Myers to Have 
Chicago Salesman 


H. E. Osterholdm, who for the past 
eight years has been connected with the 
Ft. Wayne department of the Chicago 
office of the General Electric Co., on 
April 16 joined the sales organization 
of the Robbins & Myers Co. with head- 
quarters in Chicago. 


Interesting New Company 
Formed 


W. H. Vilett, formerly of the Ster- 
ling Electric Co., Minneapolis, Minn., 
and who recently severed his connec- 
tions with that company to form, with 
Harry Bohn, the Gainaday Electric Co., 
has also, in conjunction with H. H. 
Henley, and D. E. Ford, formed the 
Triumph Electric Co., with offices at 
211 South Third street, Minneapolis. 
W. H. Vilett, H. H. Henley and D. E. 
Ford constitute the board -of directors. 


* * * 


Circulates Stock Sheet 


Twice a week, the Wesco Supply Co., 
7th and Clark streets, St. Louis, Mo., 
circulates among its trade, a Stock Bul- 
letin showing the amount of wire and 
conduit it has in stock. The company 
believes that these 2500 bulletins, which 
go to customers throughout Missouri, 
southern Illinois, Arkansas, Kansas, 
eastern Oklahoma and western Tennes- 
see and Kentucky, are very effective 
business magnets. 

x ok Ok 


Buller Joins Mohawk 
Organization 


The Mohawk Electrical Supply Co., 
325 South Warren street, Syracuse, 
N. Y., have added to their sales organi- 
zation C. §S. Buller, formerly of the 
commercial department of the Public 
Service Co., Newark, N. J. 


* * * 


Wesco Co. Re-organizes 


G. M. Ellis, vice-president and general 
manager of the Wesco Supply Co., 7th 
and Clark streets, St. Louis, Mo., in- 
tends to combine pleasure with business 
by taking a well-earned rest at the time 
he attends the convention of the Elec- 
trical Supply Jobbers’ Association at 
Del Monte, Calif., May 12-14. 


* * * 


Butler Changes 


Chas. H. Butler, for many years con- 
nected with the Newark Electrical Sup- 
ply Co., is now in charge of the Davis 
Electric Co., Newark, N. J., a new re- 
tail electric appliance store at 15 Central 
avenue. 
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fuse-cabs! 


A-S-E Fuse-Cabs offer electrical contractors a quality panel assembly—at a cost that is surprisingly low. 
They are easier to mount—easier to wire—and have exclusive construction features which save much val- 
uable time on every type of installation. 


The Wireman knows Fuse-Cabs ..... 


PEST ERS ‘+++ he knows that A-S-E engineers have made an extensive study of actual needs. 


oeeeeee eoeeeee 


he knows the value of the many incorporated features. 


sseeeeeeeeees he knows the time that is saved in mounting through use of the “Minute-Mount 


clip.” 


he knows that the knockout arrangement in sides and back of the tub is ade- 


quate for every requirement. 


coecerecrccs - he knows that the panel unit is designed for straight and efficient wiring (neutral 


terminals on each unit block). 


he knows the Fuse-Cab plaster adjustment. 


ASK THE WIREMAN—HE KNOWS 


All-Steel- Equip Company 
Incorporated 


334 John St. Aurora, Illinois 








<A S E> 
Other A-S-E Electrical Products: 


Please send me Bulletin F-9 and Catalog D-1, 


A-S-E Boxes and Fittings— A Complete Service. 














Cut-out Boxes Outlet Boxes and Covers giving complete details on A-S-E Fuse-Cabs and 
Cabinets Bar and Box Assemblies electrical products. 
Switch Boxes Conduit Fittings ras tak ek én CUT OW KONO ae Ow a eae EN 
Specialties 
SS hia br avon cee ela ha 4s eA OSS 
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News From The Wholesale Field 








\ 


K. E. Campbell to Manage 
Electric Corporation 

Kk. E. Campbell has been named 
manager of the Electric Corp. in 
Seattle, Wash., and H. Hunziker as 
manager of the radio department of 
the company. The Electric Corp. is 
distributor in the Seattle territory 
for the American Bosch radio. 


* *« 


Electric Distributors in 
New Quarters 
Electric Distributors, Ltd., for- 
merly situated at 1259 Granville 
St., Vancouver, B. C., has moved 
to new quarters at 8359 Cambie 
St. Three brothers, C., H. and S. 
Nemetz, are at the head of this 
firm which has grown to its pres- 
ent large size from a very small 
beginning. 
+ * * 
Carroll Electric Retires from 
Supply Business 


Announcement has been made by 


H. R. Carroll, president of the Car- 
roll Electric Co., Washington, D. C., 
that that firm will retire from the 


and their Salesmen. 


THE JOBBER’S SALESMAN Maintains Men tn the Field, it Sends ‘ 
out Monthly “What's the News Sheets” to Every Wholesaler and it Gladly 
Receives Voluntary News Contributions and Snapshots from Wholesalers 
All this Enables It to Reflect from Month to 


Month the Personal Element in the Industry. Your Co-operation is 
Solicited in Making this Human Side of the Magazine More Interesting. y 


electrical supply business on May 1. 
The Graybar Electric Co. will take 
control at that time and in addition 
to the supply business, will carry the 
complete Graybar line of merchan- 
dise. The personnel of the Carroll 
Electric Co. will remain intact in the 
new Graybar branch, of which C. D. 
McCleary will be manager. Mr. Car- 
roll and his brother, Louis D. Car- 
roll, began the supply business 30 
vears ago, Louis Carroll leaving 
Washington six years ago to manage 
the Baltimore branch of the company. 


* * * 


Greusel-Quarfot Acquires 
Larger Quarters 
The Greusel-Quarfot Electric Co., 
Milwaukee, has found it necessary to 
secure larger quarters for its offices 
and warehouse, and is now located at 
23-25 Erie St. 


* * X* 


Nelson and Company 
Enlarges Offices 
Due to the large office force, Nel- 
son and Co., Tulsa, Okla., has en- 
larged its office space. 











Sutton Electric Holds Lamp 
Dealers Meeting 
Its annual lamp dealers meeting 
was held by the Sutton Electric Sup- 
ply Co., Wichita, Kans., at the Broad- 
view Hotel, and was attended by 
100 dealers from the city and sur- 
rounding territory. The General Elec- 
tric Co. presented its “Step Ahead” 
show from Cleveland, giving the 
dealers a demonstration on Colorama. 
* * x 
Wetmore-Savage to Have 
New Branch 
The Wetmore-Savage Electric Sup- 
ply Co., Boston, has purchased the 
Champlain Electric Supply Co., Bur- 
lington, Vt., and will operate it as a 
branch. 
+2 * 
Burt Irish Electric Opens 
Branch 


The Burt Irish Electric Supply 
Co. has opened a branch at 509 New- 
ark Ave., Jersey City, N. J. Edward 
Delany is in charge with Frank Car- 
roll as counter man. The company 
will concentrate on the industrial 
trade in this section. 








N. E. W. A. 


Twenty-Second Annual Hot Springs Convention 
May 26th to May 30th, 1930 


Hot Springs, Va. 
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STAR M ee Ol OL 


4569 SWAN AVE. 


The Quik-Serv Grill 


————_- 
———— 


«++ For 100 Kinds of Food... 


A TRULY SENSATIONAL ITEM FOR QUICK 
PROFITS AND GOOD WILL 
QUIK-SERYV is the industry’s only really adaptable 
cooker. Designed for the 19 million wi homes as 
the first practical and efficient appliance for daily use 

—and for a hundred uses. 
Q@UIK-SERV now completes the table breakfast 
with 4 delicious flavor sealed chops, or crisp appetizing 


bacon, done to a turn on both sides at once—straight 
and flat like a ribbon. 


TOASTS, ROASTS and GRILLS 
4 slices of toast, or 4 toasted sandwiches in less than 2 
minutes. And ROASTS! You never tasted such deli- 
cious meats, roasted through and through. Golden 
brown with all the flavor and juices sealed in, a 3-lb. 
roast in one hour, faster and cheaper than gas. 


Chromium Finish... 3 Heat Control 
Chromalox Elements 
Size 10x 1114 x5% in. high. Wt. 914 lbs. 660 watts Cast 
aluminum grids; total cooking service (top and bottom) 
183 sq. in. Equipment: roasting pan, drip cup, 2 egg 
ee To Retail at only 822.50. 


= = 6 a 6 ae 6 Ge 6 ee 6 oe 6 ee 6 ee ee 2 ee 2 ee ee ee es 


FOR YOUR SAMPLE 


STAR MFG. CO., Inc., Ss 
4569 Swan Ave., St. Louis, Mo. 


ple QUIK-SERV GRILL and dis- 


We also manufacture the QUIK-SERV 
GRILL for commercial purposes, in both 
single and double units at $32.50 and $64.00 


cr al 


Presents a New Electric Servant 

















: Send 





respectively. ... Mention if interested in 
commercial models or in our Famous 
STAR “PROFIT” Model Popcorn Machine 
selling for $123.00. 


play material. Liberal dealers’ discount to apply. 
Ship open acct. [] 
( Note— We ship on open account to properly rated firms) 


Ship C. 0. D. O 








ST. Louls , MO. 


Dealer’s Name 





“Name of Jobber 


City a State 
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G 
IVING EXTRA 


Mr. Herman Andrae, President and 
Treasurer, is the founder of the Com- 
pany. Since 1882 he haskept step with 
the growth of the electrical industry 
from its very introduction. Assisting 
him now as general manage? is his son 
Mr George Andrae. Associated with 
them are four men whose combined 
service with the Company totals 100 
years. These men are: Mr. Jack Tellier 
—40 vears; Mr. A. S. Tellier—30 years; 
Mr. Walter Schwarz—18 years and 
Mr. A. C. Bocher—12 years. 


— Builds Business’. 














{1879-1929 
LIGHTS GOLDEN JUBILEE” 


ANDR 


HEE: 


ili ule 





| 





Te | | 








HE days of ‘by-guess’ and ‘by- 

gosh’ in the electrical business 
are gone forever’, says Mr. George 
Andrae, Vice-President and General 
Manager of the Herman Andrae 
Electrical Co., one of the pioneers 
and leaders in the electrical contract- 
ing business in Milwaukee. 


“Great changes have taken place 
in the past ten years’’, he continues, 
“methods of wiring, code practice, 
new devices, etc., all help us to doa 
better job. But, we find one of the 
chief factors in building our business 
has been to study in advance the 
needs of our customers. Then we can 
recommend intelligently the kind of 
installation we know will give effi- 
cient performance and customer satis- 
faction. We make it a practice to give 


“Forty-seven years of service to the community” 
—a record to be proud of—is back of the Herman 
Andrae Electrical Co. of Milwaukee. In 1882 
when mechanical pull bells were beginning to be 
replaced by “new fangled electrical contrap- 
tions’, Andrae started in business. Year by year 
their growth since then has been parallel with 
the growth of the electrical industry. 


our customers reserve capacity in 
feeders, number of circuits, adequate 
number of switches, receptacles, etc., 
because we know from experience 
there are always places where we 
can make wiring improvements. 


“As a result, we have been doing 
much of the larger building work in 
this territory.” (A long list of promi- 
nent residences, public buildings and 
industrial plants stand to the credit 
of the Andrae policy of using their 
experience to help their customers in 
matters of electrical wiring instal- 
lations.) “This has given us a nice 
amount of this kind of business and 
at the same time is a service our 
customers appreciate and are willing 
to pay for.” 


Since 1882 the Herman Andrae 
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UaskEp FOR Un EXPECTED 
Says Milwaukee’s “Live Wire” 


Electrical Contractor 


Electrical Co. has carried on its ideals of service to 
the customer. Now, even more than back in the old 
“house-wiring days’, do they find the need of co- 
operation with the builder most essential. Naturally 
they have given serious consideration to the quality 
of materials they use, for their slogan “Buildings 
that last must have wiring that lasts” implies that 
only the best in workmanship and wiring materials 
goes into every job. It is significant that the Herman 
Andrae Electrical Co. uses Cutler-Hammer Wiring 
Devices, as do many of the leading electrical con- 
tractors throughout the country. 


In giving architects and builders this “extra service”, 
the progressive electrical contractor gains new business 
and insures his old. How necessary, therefore, to hold 
this good will by installing high quality wiring devices 
such as you find in the Cutler-Hammer Line. You can 
secure C-H Devices for all requirements from reliable 
wholesalers. 


CUTLER-HAMMER, Inc. 
Pioneer Manufacturers of Electrical Apparatus 
1286 St. Paul Avenue 
MILWAUKEE +. WISCONSIN 





C-H Catalog 7921 Outlet Box Re- 


ceptacles are ideal for garage and similar 


























Mr. Herman Andrae, President, (seated) and Mr. 
George Andrae, General Manager, discuss new 
means of improving a customer's wiring plans— 
thereby carrying out their policy of giving every 
client “extra service” as a means of building 
satisfaction and goodwill with every job. Mr. 
George Andrae is a member of the State Code 
Board and has taken an active part in establish- 
ing improved code conditions for Wisconsin. 





installations. The duplex type particu- 
C-H Catalog 7281 ‘‘Rubber-Mounted’’ Toggle larly furnishes double convenience for 


Switch. The mechanism—‘‘full-floating’’ on two re- 
silient rubber cushions—is extremely simple. No 
screws, and but one rivet. No metal connections to 
transmit sound. Short, stubby contact blades are 
heavy to prevent ‘“‘bounce”’ and pitting. Heat-proof, 


trouble light, battery charger, etc. In- 
cluded are the same one-piece, double C-H Cata og 7261 Toggle Flush 
grip, smooth-plugging contacts and other 
features found in the famous C-H 7920 filled bulbs. Built shallow, they are con- 
standard receptacle. Single type has 3% 


Switches handle all lamps, including gas- 


venient to install in any standard box. 


crack- proof Thermo lax case protects mechanism from or 4 inch steel box cover plate. Duplex Made in single-pole, double-pole, 3-way 
all foreign material. Single-pole, double-pole, 3-way has 4 inch plate. Approved by the Un- and 4-way types. Approved by Under- 
4-way types. Approved y Underwriters. derwriters. writers. 


CUTLER 


MODERN WIRING Ki 








AMMER 


NECESSITIES 
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X\9 =‘ J. H. Carpenter, former manager 
for the H. C. Roberts Electric Co., 


cd 

l \ ] eC Ne W ra Binghamton, has taken a position as 
salesman with the Syracuse Supply 

Co., Syracuse, N. Y., and is now 


bout Live Ones _) renewing contacts iin Onondaga 











County. 











W. T. Noss, formerly with the Samuel Frost, is back again after a Tue Coox Electric Supply Co., 
Benwood Linze Co., A. J. Tucker, long convalescence following QOklahoma City, Okla., announces 











previously with Koerber-Brenner, a broken foot. a new salesman in the person of F. 
and T. L. Ledger, formerly con- een E. Searls, formerly with the Colum- 
nected with Associated Cabinet Fac- M. E. Nerr, formerly salesman at bian Electric Co., Kansas City. 
tories, will cover the Missouri terri- the Niagara Falls branch of the 

r for > Manhz “lectric falls Equi *o., Buffalo, N. Y., 
th ha “e er i Electrical ‘ ills ie eg ner “igh W.. Seneenaie tien: einen 
Supply Co., Inc., St. Louis. is now lighting specialist and is in. WD, Larkin Co., Dayton O., af- 

working out of the Buffalo office. ter an absence of several years 






THE STEINER Electric Co., Chi- ————. 
cago, has added “Pete” Geibel and THE CANFIELD Electric Supply 
Frank Kucera to its sales force. Mr. Co., Kingston, N. Y., announces the 
Geibel comes from the Inland Elec: promotion of Harold Herd to receiv- 
tric Co., and Mr. Kucera from the ing clerk, William Coutant to counter 





A. J. FIscHER is now employed 
by the American Electric Co., St. 
Joseph, Mo., to sell in its Wichita, 
Kan., branch. 











Lake Shore Electric Co. salesman and Frank Vertitis to stock 
—_—— clerk. * OK O* 
W. I. Bearp has been employed as —_——. , 
city salesman by the Tafel Electric L. A. STOHLER is now selling for Changes in Personnel 
Co., Louisville, Ky. the North Coast Electric Co., Port- Tue Mosite, Ala., branch of the 
land, Ore. Matthews Electric Supply Co., Birm- 






ingham, is now in charge of E. W. 





H. E. Hinton who was formerly 








with the Hunsiker Electric Co., J. Wisstne will cover the Illinois Moales. 

Oklahoma City, Okla., is now cov- territory for the Republic Electric 

ering the entire territory of the Sut- Co., Davenport, Ia. ELGIn Froccatt, who has_ been 
ton Electric Supply Co., Wichita, connected with the electrical industry 






Kans. Two NEW salesmen, Oren Eittreim in Buffalo for a number of years is 
Sn and J. M. Robinson, have recently now in charge of the store and dis- 

W. A. De Forest has joined the been employed by the Electric Sup- play rooms at the Falls Equipment 
sales organization of the Wetherbee ply Co., Des Moines, Ia. Co., Inc., Buffalo, N. Y. Another 
Electric Co., Oklahoma City, Okla. 
















W. T. Perry is now a member or 
che selling staff at the Doubleday- 
Hill Electric Co., Washington, D. C. 














THe Cuas. B. Scott Co., Scran- 
ton, Pa., has employed Morris Lauer 
as salesman. Mr. Lauer was pre- 
viously connected with the Bussmann 
Mig. Co., Chicago. 















Ray JOHNSON and Bill Fench are 
two new salesmen with the Milner 
Electric Co., Cleveland. 










EmMettr BripGes will work for 
Nelson and Co., Tulsa, Okla., in the 
capacity of bill clerk and will also 
take charge of stock records. 




















SAMUEL Frost has added Mr. 
Engleson to its sales force to cover We'll just call this “thirteen tantalizing typists” and judging from their smiles, 
Bey Rides Cased tail akin. they are not at all superstitious—they have lots of luck and all of it good. Oh, 
i sf 7 soe < yes, they represent the C. J. Litscher Electric Co., Grand Rapids, Mich. Left to 
ough Park. Mr. Engleson was right: Marcella Lawless; Augusta Abel; Clara Vickers; Bonnie Laban; Vera 
formerly with Joseph Kurzon, New Sharpe; Esther Barrett; Velma Grimes; Zoura Griffin; Verna Kraft; Florence 
STaek. M : Kas iladalitaleaia (Gee! they forgot her last name); Harriet Hagar; Cecil Mary Ronan, and Adeline 
ork, Mr, Wruger, shipping man at [oeffler. They may be Grand Rapids girls, but they have Hollywood names. 























WSAN {ie 


GENUINE BAKELITE 


IN GOLORS 








= Dealers — USALITE Products 


chandi 





ed tor cot 
hain store m«¢ 
ru legitimate jobbers 
lesions. 
quality materials used 
tem fully guaranteed. 
chandise attractively displ 
rast Moving numbe rs 


yrofit for deal 


THE MOST COMPLETE LINE OF GENUINE 
BAKELITE HOUSHOLD ELECTRICAL NECES- 
SITIES AND WIRING DEVICES. 























1063 Howard St. | UNITED STATES ELECTRIC MANUFACTURING CORPORATION 323 W. Polk St., 
San Francisco Executive Offices and Factory: 222-224-226-228 W. 14th St., New York Chicago 
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This is part of the organization at 
the General Electric Supply Corp., 
Raleigh, N. C. The trio, from left to 
right, are: H. E. Cole, Jr., counter 
clerk; Frances Busbee, stenographer, 
and R. M. Johannesen, local manager. 
Johannesen is a son of J. G. Johanne- 
sen who needs no introduction. This 
branch has been open since the early 
part of 1928 and is making splendid 
progress. 


change of interest in this house 1s 
that of William Hess, Jr., who will 
devote his entire time to appliance 
sales, having charge of that depart- 
ment. Mr. Hess was formerly an 
outside salesman. 

RAYMOND CLOSE has_ been 
moted from lighting specialist to 
sales manager of the General Elec- 
tric Supply Corp., Chicago. He has 
been with the company for 10 years. 
Elmer Young, former radio sales- 
man, has been placed in charge of 
radio on the new General 
Electric radio. 


pr¢ = 


sales 


Tue Tare Electric Co., Louis- 
ville, Ky., announces the appointment 
of W. A. Link as assistant to the 
president. 


* * 


Lines Added by Wholesalers 


BALTIMORE ELECTRICAL SUPPLY 
Co., 3altimore.—This wholesale 
house is now the distributor for the 
Pierce Fuse Co., Buffalo, N. Y. 

REVERE Exectric Co., Chicago— 
This jobbing house has been ap- 
pointed exclusive distributor for 
Sangamo Meters, effective January 
1, 1930. The company has employed 
two new supply salesmen. E. Thor- 
dalsen, who will handle the north- 
west suburban territory and M. S. 
Bitterman, formerly with the Electric 


Appliance Co., Chicago, who will 
specialize on industrials within the 
city limits. 


SPRING AND BUCKLEY ELECTRIC 
Co., New Britain, Conn. — Condit 
switches, Packard transformers, 
Crocker Wheeler motors and Cutler- 
Hammer controls will be distributed 
by this jobbing house. 


Ackerman’ Electrical Supply 
Co., Grand Rapids, Mich.—‘‘Kay- 
line” lighting fixtures have been 
taken on as a commercial line. 
The entire office building has 
been equipped and, in addition, 


the display rooms of the company 
are showing the complete line. 


JosEpH Kurzon, New York.— 
This jobber has been appointed sole 
distributor in the metropolitan area 
for Franklin Pottery on its line of 
hospital and household porcelain 
lighting fixtures. 


MANHATTAN ELECTRICAL SUPPLY 
Co., Inc., St. Louis—This house has 
taken on the exclusive distribution of 
the “Newer than Screen Grid” Grebe 
sets in its territory. 

ALABAMA ELECTRIC SUPPLY Co., 
Birmingham, Ala—This company 
has added the Cutler - Hammer de- 
vices and “Kenmore” electric clocks 
to its lines. 


Matco E :ectrric SuppLy Co., 
Cleveland — The complete line of 
“Kenmore” clocks has been added to 
the lines represented by this jobber. 

* x x 
Jobbers Active in 
Associations 

C. Rosert Churchill, president of 
the Electric Appliance Co., New 
Orleans has been chosen as a com- 
mitteeman on the Canal Street As- 
sociation, organized for the purpose 
of the permanent improvement of 
New Orleans’ main thoroughfares. 


WitutiAM T. Rockford, Tidewater 
Electric Co., New York, has been 
elected to the Bronx chamber of 
commerce. Judge William F. Vogt, 
a member of the sales department, 
has been reappointed judge in Gut- 
tenberg, N. J. 


ANNOUNCEMENT comes from the 
North State Electric Supply Co., 
Raleigh, N. C., of the election of W. 
Austin Emerson, president of the 
company, as secretary of the North 
Carolina Traffic League. 


A. S. GRAHAM, vice-president and 
general manager of the Tri-State 
Electric Co., Sioux Falls, S. Dak., 
has been appointed a member of the 
board of education in that city. He 
is also on the board of directors of 
the chamber of commerce and has 
served as president of that body and 
of the Rotary Club. 





The photographer caught the sales force of the Inland Electric Co., Chicago, 
just before they went into session one Saturday. The two men in the rear are 


C. G. Ross and W. G. Krueger. 


Middle row: H. Renquin; W. Faulkner; Ed. 


Stapleton; N. A. Russ; Frank J. Kafka; Ted Leider and George Marshall. The 
four men seated are: Pete Geibel; Bill Luken; W. W. Cox and Charles Krone. 
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Ist Dealer said— 

“Women can’t resist a new method of cooking—in and 
over oven drawer. So put me down for a dozen Bak- 
O-Grills”. 

2nd Dealer said— 
“The price and margin sell me. Any woman will pay 
$23.50 (slightly more west of Rocky Mts.) for a quick 
cooking appliance which, size for size, has every ad- 
vantage of a costly electric range”. 


Surface plates over drawer. 3rd Dealer said — 


“My trade will like its capacity to cook hurry-up break- 
fasts—eggs, bacon, toast and coffee at one time—after 
bridge luncheons; sandwiches and tea for all—late sup- 
pers; steaks, weiners, biscuits, and vegetables”. 


4th Dealer said— 


“Convenience is the ‘buy-word’ of modern women, and 
Bak-O-Grill plugs in any wall outlet and gives simmer- 
ing to intense heat at the snap of a switch. That helps 
me to sell”. 


5th Dealer said— 
“The extra value — the sure success — that Nesco has 
built into their line for 47 years fills the bill for me”. 
And the 100th and the 1000th dealer agrees. Complete merchandising 
helps are telling the dealers to make it easy for you to sel! them. 
1 NATIONAL ENAMELING & STAMPING CO., INC. 
we 28 Twelfth Street Milwaukee 





Capacity for six. 











NESCO Bak‘o-Grill 


Cooks /z and Over Oven DRAWER 
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A large part of the organization down at the Mountain Electric Supplies Co., 
Pittsfield, Mass., forms the group in this picture. The folks are from left to right: 
Harry V. Ford, manager; Alyce Sachs; Hazel Stephens; Helen Harder; Marie 
Chamberlain; Fred Beardsley, salesman; Gladys Newton, Howard Collin; Marion 
Blache; Dan Erwin, purchasing agent; Dot Oliver; Fred Hefter; John B. Root; 
Louis Viner: H. Mitchell; William Hindle; Bernard Seasons, salesman; Wilbur 
Sanford, assistant treasurer and credit manager; Robert Rhoades, charge of stock, 


and Henry Mercer. 








WESTINGHOUSE ELECTRIC SUPPLY 


& Ontario Power Co., together with 
all of its properties, are working in 
co-operation with the dealers in this 
territory on an intensive campaign 
on “Hotpoint” automatic irons. 


GENERAL ELEcTRIC SUPPLY CORP., 
Columbus, O.—A special seven 
months’ campaign on seven items of 
merchandise has been started by this 
branch. 


STERNS ELEcTRIC EQUIPMENT Co., 
Buffalo, N. Y.—‘‘Kondu”’ fittings are 
being emphasized by this jobber in 
this month’s sales activities. 


TaFEL Exectric Co., Louisville, 
Ky.—The Westinghouse vacuum 
cleaner and the A. B. C. washer cam- 
paigns are being carried on by this 
company. 


Tue Myers ELectric Suppty Co., 
Los Angeles—A campaign on Dor- 


SAMUEL Frost, owner of Samuel 
Frost, New York, has been elected to 
the board of governors for the East- 
ern Electrical Jobbers’ Association. 

J. W. BriNDLEy, manager of the 
radio department of W. A. Roose- 
velt Co., La Crosse, Wis., has been 
re-elected president of the La Crosse 
Radio Trades Associaticn. 


Jor PEARSON, credit manager down 
at the Steiner Electric Co., Chicago, 
helped his team win the cup offered 
by the Elks for the champion. 


H. E. Josepus, treasurer and sales 
manager of the Reno Sales Co., Inc., 
3rooklyn, N. Y., has been appointed 
to the board of governors on the 
new Eastern Electric Jobbers’ Asso- 
ciation. 


A. E. Straus, Lappin Electric Co., 
Rockford, Ill., has been appointed a 
member of the executive board of 
the Rockford Electric League. 


Harry P. Jones, radio manager 
at the Westinghouse Electrical Sup- 
ply Co., Albany, N. Y., has been ap- 
pointed radio instructor in the 10th 
New York Infantry. 

a 


Jobbers’ Sales Activities 

East Coast ELECTRICAL SUPPLY 
Co., Inc., New York—A new 400- 
page catalog has recently been issued 
by this company in connection with 
its sales activities. 


meyer food mixers has been launched 
by this house. Some of the sales- 
men have already made their quotas. 


Co., Miami, Fla—A campaign on 
the Westinghouse safety switch has 
been began in the company’s terri- 


tory. = 
WESTINGHOUSE ELEcTRIC SUPPLY 


Co., Oklahoma City, Okla. — Ar- 
rangements have been completed for 
a special sales campaign on the new 
Westinghouse grill. 


MocuLLt Bros. ELeEctrRic Corp., 
Bronx, N. Y.—Washing :nachines 
andl vacuum cleaners are being 
stressed in the sales campaign spon- 
sored by titis concern. amenities 

NortH State ELectric SuPPLy 
Co., Raleigh, N. C—A _ percolator 
and iron campaign has been con- 
ducted by this jobber. 


STAR ELEctTRIC SupPPLy Co., New- 
ark, N. J—This house has inaugu- 
rated a general clearing sale in its 
retail department. aoe 

W. A. RooseEvett Co., La Crosse, 
Wis.—This company has started a 
campaign for the elimination of radio 


FALLS EQUIPMENT Co., INc., Buf- 
falo, N. Y.—The Niagara Lockport 





San Antonio, Tex. comes to the foreground again with some of the folks from 
the General Electric Supply Corp. which occupies a fine building at 723 Perez 
St. At the left is L. J. Locke, manager, followed by: Alice Dykman; “Gene” 
Grother; Mack Burkhart, shipping clerk; Elton Cude, office and S. W. Hagood, 
service manager. Two salesmen, J. G. Parker who takes care of the Winter 
Garden district and E. E. Schmidt in charge of Corpus Christi and the gulf, are 
missing. 
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For the Safe Lighting of 


Hazardous Locations: > 

















Note These 
Features: 
{1} Seamless One-Piece 


Construction 


a s 


{2} Finished with Acid 
Resisting Porce- 
lain Enamel 


BENJAMIN 


4 a 


Tightly Sealed 
Against Entrance 
of Vapor 





& 2# @ 


on c Be TA M i N 
Safety with High “1500 Series 


ee.” 1Gas and Vapor Proof Fixtures — 


Reflector Shapes 


Meet Specific Listed as ““Vapor Proof” by the Underwriters’ 

Lighting Require- Laboratories, and especially designed and con- 

eee structed for installations where the manufac- 

eee turing process or materials handled produces in- 

{7} X-Type Fitting, & flammable or explosive gases, vapors or particles 
for Easy suspended in or mixed with the atmosphere. 


Installation These fixtures combine safety with good lighting, 


the several reflector shapes adapting them to the 
specific lighting requirements of the industries in 


MI N which they are essential. 


Send for descriptive, illustrated bulletin 
on the lighting of “Hazardous Locations.”’ 





BENJAMIN ELECTRIC MFG. CO., 


General Offices and Factory: 
DES PLAINES (Chicago Suburb) ILLINOIS 


Divisional Offices and Warehouses: 


New York Chieago San Francisco 
247 W. 17th Street 111 N. Canal Street 448 Bryant Street 
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The Lambeth Electric Supply Co., 
Winston-Salem, N. C., uses two and a 
half inch steel pipe, evenly spaced and 
fastened to the ceiling and walls, to keep 
its conduit stock in good arrangement. 
This method makes it easy to handle 
and conserves space. Boards are placed 
over the cement floor to prevent slip- 
ping. 


interference and the sale of interfer- 
ence eliminating Dealer 
meetings are being held for instruc- 
tion the installation of 
eliminating devices. 


devices. 


on proper 


WESTINGHOUSE ELECTRIC SUPPLY 
Co., Albany, N. Y.—This company 
has begun a campaign on waffle irons 
and fans. 

GRAYBAR Evectric Co., INC, 
Newark, N. J.—A kitchen lighting 
campaign through the Jersey Central 
Power Light Co. is being developed 
by this jobber. 


ELeEctTRIC Suppry Co., Tulsa, 
Okla.—The Edison lamp campaign 
is one of the most important sales 
activities put on by this wholesale 
house. 

WESTINGHOUSE ELECTRIC SUPPLY 
Co., San Antonio, Tex.—This com- 
pany’s campaign on Westinghouse 
toasters. 


Trerry-Durin Co., Cedar Rapids, 
Ia—This jobber is conducting a 
campaign on the “Hotpoint” toaster 
and percolator. 


RogertTsON SuppLy Co., Inc., Or- 


lando, Fla——A sales campaign on 


“Universal” irons, percolators, toast- 
ers and waffle irons has been begun 
by this company. 


PENN ELEcTRICAL ENGINEERING 
Co., Scranton, Pa.—Waffle irons are 
being emphasized in the sales cam- 
paign sponsored by this concern. 


TAFEL Exectric Co., Louisville, 
Ky.—This concern has begun a cam- 


paign on ABC washers. 
* *K XK 


Mine & Smelter Introduces 
Personnel 

\W. A. Mitchell and J. W. Ryall, 
both of the Mine & Smelter Supply 
Co., Denver, Colo., are being intro- 
duced to the company’s friends by 
means of explanatory announcements. 
Mr. Ryall is in charge of the elec- 
trical department while Mr. Mitchell 
is responsible for competent engineer- 
ing in the electrical department. 

* * * 
Delinquent Accounts 

The accompanying tabulations 
shows the number of delinquent ac- 
counts, the total amounts and the 
average amounts as reported to the 
National Electrical Credit Associa- 
tion by member manufacturers and 
wholesalers through its various divi- 
sions, for March, 1930, as compared 
with the same month the previous 
year. Also these figures are shown 
for the months’ period of 1929 and 


1930: 


C. J. Sampson Made District 
Outdoor Lighting Specialist 

C. J. Sampson, formerly indoor 
lighting specialist for the General 
Electric Supply Corp., Kansas City, 
has been appointed district outdoor 
lighting specialist for the Kansas 
City, St. Louis and Memphis di- 
visions. H. L. White has replaced 
Mr. Sampson as Kansas City indoor 
lighting specialist. 

* * * 
David M. Trilling Issues 
Fifth Booklet 

The fifth booklet in the series of 
“Radio Talks” published by David 
M. Trilling of the firm of Trilling & 
Montague, wholesale radio distri- 
butors in Philadelphia, has just come 
off the press. Like its predecessors, 
this booklet deals with problems con- 
fronting the radio dealer and sug- 
gests a practical solution. ‘Radio 
Trade-in-Problems” are featured in 
this latest issue. The second half 
of the booket deals with the subject 
of “How to Compensate Salesmen.” 

ok * * 
Canfield Electric Re-Arranges 
New Warehouse 

The Canfield Electric Supply Co., 
Kingston, N. Y., has just completely 
re-arranged a new four-story brick 
warehouse adjoining its present build- 
ing. The company has also purchased 
a large block of land and two brick 
warehouses for future development. 





COMPARATIVE STATEMENT OF PAST DUE ACCOUNTS REPORTED 
MARCH 31, 1930 


NUMBER OF ACCOUNTS REPORTED 


March 
1930 
335 


204 
145 
842 


1526 


Division 
New York 
Middle & Southern Atlantic 
States 
New England 
Central 


%o % 


Increase Increase 
3 Months 


or or 
Decrease 1929 1930 Decrease 
683 991 


+25. % +45. % 
+15.9% 627 
—13.2% 385 
+13.8% 2474 


+12.9% 4477 


44] 
458 
1934 


3516 


TOTAL AMOUNTS REPORTED 


March 
1930 
$ 54,038 


33,720 


1929 
New York $ 64,073 
Middle & Southern At- 

24,576 


lantic States 
New England 23,468 21,448 
95,779 113,822 


% 
Increase 

or 
Decrease 


—15.6% 


+37.2% 
— 8.6% 
+18.8% 


Increase 
or 
Decrease 


+38.3% 


3 Months 
1929 1930 
$134,252 $185,697 


62,756 92,342 
61,850 62,667 
233,633 355,946 





Central 
$207,896 223,048 


+ 7.3% $492,491 $696,652 


AVERAGE AMOUNTS 


1929 


New York 

Middle & Southern Atlantic States.... 
New England 

Central 


March 
1930 


3 Months 
1929 1930 
$578 $567 

429 440 
391 498 
359 433 
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Every jobber salesman can sell a whale of a lot of Providence quality 
wiring materials right now. .. . Get started today—Rubber Covered 
Wire—Armored Cable—Silk and Cotton Cords and Weatherproof Wire. 
All are famous for their superior handling and installation advantages. 
They are packed in convenient form. . . . Neat spools and handy 
packages which speed the work and eliminate waste. The smooth, clean 
finish of Providence products is recognized instantly by your customers. 
Write today for samples and complete sales information . . . and 
start opening new accounts and build volume year ’round repeat business. 





APF ; ‘ile = 
INSULATED WIRE CO. 


MMODE AN 
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Five years ago the Burt Irish 
Electric Supply Co., Newark, N. J., 
opened for business in the quarters 
shown at the right. The extent of its 
success can be determined by look- 
ing at its present location at 33-35- 
37 Fourth St. Left to right, are: 
H. F. Irish, treasurer; E. A. Delany, 
salesman; G. Jenkins, salesman; 
John A. Burt, sales manager; M. 
Kaufman, bookkeeper; R. Knapp, 
shipping and receiving clerk; F. 
Carroll and P. Triano, drivers. 





Oakes Acorn Smokers’ Club 
Holds Last Meeting of Year 

Up in Holyoke, Mass., is a live 
wire electrical wholesaler by the 
name of the Roland T. Oakes Co., 
which has as its head and president 
one of the best salesmen and most 
enterprising gentlemen this reporter 
for THE JOBBER’S SALESMAN has ever 
met. He is John M. Newton, whose 
company serves the electrical trade 
to the distance of 25 miles to east 
and west and about 125 miles north. 

In the interest of his company and 
the welfare of his trade, John New- 
ton formed the Oakes Acorn Smok- 
ers’ Club, which is an organization 
which meets very informally at the 
Odd Fellow’s Hall, two doors from 
the Oakes establishment to listen to 
speakers of note on subjects of elec- 
trical interest. There are no off- 
cers and any member of the elec- 
trical fraternity in the Holyoke ter- 
ritory may belong. 

On Thursday evening, April 3, the 
last meeting until fall was held with 
a speaker of unusual interest—W. 
H. Timbie, professor of electrical en- 
gineering at the Massachusetts In- 
stitute of Technology and author of 
many books on electrical engineering. 
Professor Timbie’s subject was 
“Power Factor Corrective Appa- 
ratus.”” Technical and dry as the 


subject may sound, Professor Tim- 
bie’s sparkling humor and appealing 
way of illustrating his points on the 
blackboard were as amusing as 
instructive. 

The noteworthy feature of these 
meetings is the amazing leadership of 
John Newton. Without any more 
inducement than four boxes of cigars 
(which proved to be insufficient), 
Newton induced electrical engineers 
and superintendents of industrials 
and central stations for many miles 
around to attend a purely instructive 
meeting. An estimate of attendance 
of 250 would be conservative and not 
a man in the audience made any ef- 
fort to conceal his respect and ad- 
miration of Newton whose friends 
are apparently legion in the territory 
his company serves. 

While the Roland T. Oakes Co. 
serves all manner of industrials its 
particular forte is the paper mills 
which are numerous in that part of 
the country. The Oakes Co. is an 
excellent example of the specialist 
among wholesalers. Besides three 
technically educated salesmen the 
company maintains an engineering 
department of three engineers and a 
motor repairing department. Few, 
therefore, are the industrials this 
company serves who are forced to 
carry their engineering problems di- 


rect to the manufacturer himself. 

A, study of the Roland T. Oakes 
Co. and its able president would be 
a real revelation. The success of 
both attests to the value of specializ- 
ation in electrical wholesaling and a 
genuine desire to serve. 


* * X 


Missouri River Club Meets 

The Missouri River Club held its 
annual spring meeting on April 17 
and 18 at the Elms Hotel, Excel- 
sior Spring, Mo. Fred Karr, man- 
ager of the Cities Service Co., St. 
Joseph, Mo., was the first speaker 
to address the meeting. He spoke 
on the subject of “Public Rela- 
tions” pointing out that, in his 
opinion, central stations have been 
forced into the appliance business, 
but in the future, the -wholesaler 
and dealer wiil receive more co- 
operation along these lines, pro- 
vided the jobber can get himself 
in position to guarantee the cen- 
tral station its load. 

Mr. Karr was followed by 
Howard Viot, general manager, 
Southwest Division, National 
Lamp Works, who, by means of 
manually operated charts, illus- 
trated the bad effects on lamp sales 
from under-voltage. W. J. Mc- 
Laughlin, editor of THE JoBBER’s 
SALESMAN, then talked on the sub- 
ject of “Why Jobbers Fail.” 

The afternoon was devoted to a 
golf game played in an extremely 
high wind which resulted in in- 
flated handicaps for the following 
afternoon when prizes were given 
for low net scores. 

On Thursday évening Ruby Gar- 
rett,a city councilman from Kansas 
City, gave a very fine talk on “My 
Observation of the Electrical In- 
dustry.” 

The entire meeting Friday morn- 
ing was devoted to open discussion 
by members. While this phase of 
the program was led by: R. J. 
DeLano; H. A. Esler; D. Cohen; 
L. W. Korsmeyer, E. H. Wadding- 
ton, and W. M. Rossner, several 
pertinent points were initiated by 
members. Immediately after the 
morning meeting the election of 
officers for 1930 took place. The 
new heads of the Missouri River 
Club for the next six months are 
A. H. Luebbe, manager of the Mid- 
west General Electric Supply 
Corp., Omaha, Nebr., chairman, 
and H. C. Ruble, vice president of 
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Controlling 
Your Salary 


UP | Whether salary or com- 
x LY {}} j Pies aia 

Wis é Mili: ; mission your earnings in 

NN iy. the long run depend on the 

A F profit you make the firm. 

\y” - BUSS Renewable Fuses 

. offer youa profit maker that 

‘ builds good will and brings 
repeat orders. 

If you know any “hard 

boiled” buyers tell us. 

We'll help you. 


BUSS FUSES 


Controlling Dollar Seepage is the duty of Foxboro and BUSS 
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Just as Foxboro Controllers reduce wasteful dollar leakage by har- 
nessing random temperatures — governing fluctuating flows — stopping 
changing humidities or preventing pulsating pressures so do BUSS 
Renewable Fuses dam preventable dollar seepage from avoidable 
Production Shutdowns. For in BUSS Fuses the chance of charred fuses, 
weakened links and premature blows due to heating is eliminated 
by a design that is so simple, so foolproof— that faulty renewal and 
poor contact are practical impossibilities. 


Foxboro Engineers, trained in the production of precision instru- 





ments, made a thoughtful analysis of Electrical Protection for their 
own plant at Foxboro, Mass. The result... they have standardized 
on BUSS Renewable Fuses. 


If like the officials of Foxboro you are interested in obtaining 
Electrical Protection at minimum cost it will pay you to investigate 
BUSS Fuses —a free sample awaits you. 


BUSSMANN MANUFACTURING COMPANY »* + ST. LOUIS, MO. 
A Division of the McGraw Electric Co. 


““ELECTRICITY’S SAFETY VALVE’ MEANS ONLY BUSS FUSES 
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The Stubbs Electric Co., Portland, 
Ore., made up this attractive window 
display from Square D products. 


the McGraw Electric Co., Sioux 
City, la., secretary. 

The entire meeting which was 
handled by F. M. Bernardin and 
H. N. Goodell was of the most suc- 
cessful nature while W. S. Blue 
and J. D. Todd of the sports com- 
mittee did their part in taking care 
of the social activities of the meet- 
ing. 

Photographs which were secured 
too late for the May issue of THE 
Jopper’s SALESMAN will appear in 


June. a 


Lake Michigan Club Holds 


Spring Meeting 
Chairman C. D. La Mee’s intro- 
ductory remarks opened the annual 


spring session of the Lake Mich- 
igan Club, held at French Lick 
Springs Hotel, French LickSprings, 
Ind., on April 9 and 10. The first 
part of the morning meeting was 
devoted to the report of the ath- 
letic committee, represented by 


A joint banquet of salesmen was held by the Westing- 
house Electric Supply Co., Dallas, together with the West- 
inghouse Electric & Manufacturing Co., and other manufac- 


A. J. Galloway and A. J. McGivern 
and the appointment of the nomi- 
nating committee. The morning 
address was given by Harry B. 
Kirkland, chairman of the stand- 
ardization committee of the Na- 
tional Electrical Wholesalers Asso- 
ciation, who brought to light many 
important facts in his talk on 
“Effect of Standardization on Job- 
bers’ Business.” Mr. Kirkland’s 
speech was followed by a general 
discussion On the points presented. 
An executive closed the 
morning assembly. 


session 


Wednesday evening was devoted 
entirely to the results of a study 
made of recent jobbers’ failures by 
Dr. J. L. Palmer, professor of mar- 
keting at the University of Chi- 
cago. Dr. Palmer attributed the 
majority of wholesalers’ failures to 
the lack of knowledge regarding 
their economic functions both to 
the manufacturer and to the trade. 

“Jack” Gleason of Graybar, Chi- 
cago, replaced Leo M. Dunn, vice- 
president, Graybar Electric Co., 
New York, as the first speaker at 
the Thursday morning meeting. Mr. 
Dunn was unable to attend. Mr. 
Gleason spoke on “Jobbers’ Oper- 
ating Costs”. His talk contained 
many suggestions helpful to the 
industry. Open discussion on the 
material covered by Mr. Gleason 
followed his presentation. 
Problems of the Radio 
Industry” were brought to the fore 
by Harry Alter, president of the 
Harry Alter Co., Chicago. Mr. 


“Some 


Alter’s talk was especially interest- 
ing due to his wide experience in 
the jobbing field. 

Election of officers following the 
report of the nominating commit- 
tee, closed the official portion of 
the annual spring meeting. Fred 
R. Eisemann, secretary-treasurer of 
the Revere Electric Co., Chicago, 
and Arthur F. Hearl, vice-presi- 
dent of the American Electrical 
Supply Co., Chicago, were elected 
chairman and _ secretary, respec- 
tively, to head the Lake Michigan 
Club for the next six months. 

The golf tournament was, of 
course, the social feature of the 
meeting. 

Much credit for the success of 
the meeting is due chairman La 
Mee and Paul H. Keller, secretary. 
The advisory committee, composed 
of: W. R. Collins; C. B. Harlow; 
J. J. McCaffrey; J. H. Campbell; 
J. H. Gleason; R. C. Bennett, and 
headed by Howard Ehrlich, was in 
a large measure responsible for the 
interest displayed in the meeting. 
Jack Sadler, chairman of the trans- 
portation committee, arranged the 
schedules, resulting in the greatest 
convenience for the arrival and de- 
parture of members. 


ee tec 


Hoboken Electrical Moves 
to Own Building 
The Hoboken Electrical Supply 
Co., Hoboken, N. J., has recently 
moved to its new building at 614 
Clinton St. 





. 


turers’ representatives at Hotel Baker during the early part 
of the year. A. D. Peabody, Art Selzer and Norman Hickox 
are seated at the head of the table. 
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WHEELER DU REX REFLECTORS 


BAFFLE PLATE 
7 


NO LIGHT LOSS 
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Now! Even greater industrial lighting efficiency—made possible by Wheeler 
Engineers. Special Baffle Plate is designed as one piece with Durex Reflectors. 


Baffle Plate continues contour of reflector to neck of lamp, thus closing re- 





flector neck and directing all light downward. It provides additional reflecting 
surface, increased light, improved appearance—and prevents any light loss. 
And combined with this new feature are all the easy wiring advantages that 


Durex construction has always offered. Your nearest Wheeler representative 





} 
| 
| 
will gladly give you complete Durex information. » » » 


WHEELER REFLECTOR COMPANY, BOSTON, MASS. 


NEW YORK ATLANTA CLEVELAND 


St. Louis, Indianapolis, Los Angeles, San Francisco, Seattle. Canada: Canadian General Elec. Co., Ltd. 
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Rob Lemmon and Ed Martin of the 
Shepherd-Fluharty Electric Co., Balti- 
more. Rob insists that his last name 
has two m’s in it. We took a picture 
of the rest of the staff but the camera 
failed us. Better luck next time. 


P. and A. Electric in 
New Location 

The P. and A. Electric Supply 
Co., Mansfield, O., is now located in 
and basement building 
at 201-203 N. Main St. The new lo- 
cation offers an approximate space 
of 25,000 sq. ft., in addition to car 
loading and siding facilities, as well 
as parking space and loading plat- 


its four story 


forms. 

At the annual stockholders meet- 
ing the following were 
elected: Frank C. Poling, president 
and general manager; E. O. Town- 
send, and O. Ray 
Anthony, secretary and treasurer. 


officers 


vice-president, 


* * * 


William A. ReQua Passes 
Away 


William A. ReQua, 75, founder 
of the ReQua Electrical Supply Co., 
Inc., Rochester, N. Y., died at his 
home at Coral Cables, Fla., on March 
20, after an illness of several months. 

Mr. ReQua had retired from ac- 
tive participation in the business of 
the company about two years ago 
due to his health. Since that time, 
he has made his home in Florida. 

Mr. ReQua spent the early part of 
his life in Middleburgh, N. Y., where 
he engaged in the hardware 
business. In 1899 he came to Roches- 
ter from Middleburgh and for a 
number of years was connected with 
various electrical concerns. In 1915 
he founded the ReQua Electrical 
Supply Co., and at that time this 


was 


organization consisted of himself and 
two employes. Within a few years, 
this business grew to be one of the 
large jobbing houses of western New 
York with an organization of 24 
people. 

He leaves his wife, Mrs. Anna 
E. ReQua; two daughters, Mrs. 
Donald Cole and Miss Sara B. 
KeQua; a brother, Albert E. ReQua, 
and a sister, Miss Alice E. ReQua. 

Mr. ReQua was a member of the 
Grace Methodist Church of Roches- 
ter, Middleburgh Lodge, F. & A. M., 
Hamilton Chapter of Royal Arch 
Masons, Monroe Commandery, Da- 
mascus Temple of the Shrine, Ridge- 
mont Golf Club and the Rochester 
Chamber of Commerce. He was also 
one of the charter members of the 
Rochester Kiwanis Club. 


> 


N. E. L. A. Convention to Be 
Outstanding 

Western leaders in the power in- 
dustry are completing plans to make 
the 53rd annual conyention of the 
National Electric Light Association, 
to be held in San Francisco, June 16 
to 20, one of the most memorable 
gatherings in the history of the or- 
ganization. 

Many of the outstanding figures 
in the American power world are 
coming from all parts of the United 
States to take part in the event. 


* * 


Noted captains of the industry and 
distinguished scientists in the field 
of electrical research will be in at- 
tendance to present reviews of the 
latest commercial and technical devel- 
opments. 

Elaborate plans are being made for 
the entertainment of the guests by 
the city. Special trains will carry 
delegates from all parts of the 
country. 

Paul M. Downing of the Pacific 
Gas & Electric Co. is chairman of 
the convention executive committee. 


* *« * 


Eastern Jobbers’ Club Elects 
Officers 

The New England Electric Supply 
jobbers’ Club, a co-operative organi- 
zation recently formed to knit more 
closely the various branches of the 
industry in that section of the coun- 
try, has elected W. F. Abely, assist- 
ant manager, Westinghouse Electric 
Co., New England branch, as chair- 
man, and Almon Foster, of the 
Foster-McDonald Co., Boston, secre- 
tary. 

ok *K 


Republic Electric Opens 
Akron Branch 
The Republic Electric Co., Cleve- 
land, has opened a branch house at 


Akron, O., with T. D. Thomas in 


charge. 


Among the features cf the new building which houses the Kansas City branch 
of the Glasco Electric Co., St. Louis, are three fixture display rooms where every 
piece is priced retail so that contractors and dealers may bring in prospects and 
quote prices quickly. The stock room involves the latest conveniences and inno- 
vations. The building has a frontage of 125 ft. and is 140 ft. deep. Every detail 
of the new location has been planned for the utmost speed and convenience in 
handling business. Officers at the new branch are: A. R. Cohen, general manager, 


I. D. Leffler, sales manager, and C. R. Dodge, credit manager. 


The second 


photograph shows the gathering of friends and the staff of the company on the 


day 


of the opening of the Kansas City house. 
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MODERN ° WitTH SQUARE D 


Because SQUARE D makes 
these narrow panelboards 


» « » you can find no 
better, anywhere 


Because Square D narrow panelboards are only 
12 inches wide overall (6-in. panel and 3-in. gutter 
all around) they are especially well-fitted for use 
on narrow girders in factories . . . and in homes 
and apartment buildings. They provide two ex- 
clusive features: Both cartridge and plug fuses can 
be used in them... . and in their branches, either 
cartridge or piug fuses can be used in combina- 
tion with switched circuits. Small, compact and 
attractive ... yet they meet every requirement 
up to 100-ampere capacity. Possess every 
feature of the widely used Square D standard 
panelboards. Write for complete information. 


SQUARE D COMPANY, DETROIT, U. S.A. 
Factories at: Detroit, Mich., Peru, Ind., and Milwaukee, Wis. 
SQUARE D COMPANY, CANADA, LTD., WALKERVILLE, ONTARIO 
BRANCH OFFICES: Toronto, Montreal 





OFFICES 
Kansas City Pittsburgh 
Little Rock Portland 
Los Angeles Richmond 
oO Milwaukee San Francisco 
Minneapolis Seattle 
PANELBOARDS New York St. Louis 





Philadelphia Syracuse 








SQUARE D MAKES A COMPLETE LINE OF ELECTRICAL CONTROL EQUIPMENT 


Switch and Panelboard Division, Detroit 


Industrial Safety Switches 

Meter Service Switches 
SQUARE-Duct (the rigid suspension 
method for wiring) 
Panelboards for Both Lighting and 

Power 
Fuse Cabinets 

Outdoor Meter Boxes 





Voltago Testers Motor Circuit Switches 
Meter Service Breakers Magnetic Contactors 


Industrial Controller Division, Milwaukee 


Pressure Switches 


Combination Starters (Automatic 


Disconnect Switches 
Automatic Starters Float Switches 
Starters with Motor Circuit Switches) Specialty Division, Peru, Indiana 
Compensators, Both Automatic and Special Electrical Devices 
Hand-Operated Special Porcelain Products 


Speed Regulators Porcelain Insulators (170) 
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This is a Bobby Jones pose of P. W. 
Pearling, salesman for the Great North- 
ern Electric Appliance Co., Duluth. Paul 
has been in a hospital keeping in close 
contact with a plaster cast as a result 
of a badly fractured leg sustained last 
August. 


Seedman Club Holds Party 


The fifth annual Seedman Club 
entertainment and dance was held at 
the Elks’ Club, Brooklyn, on Febru- 
ary 9. Some of the features of the 
entertainment included  Connie’s 
Harlem revue, the Raybestos twins, 
the rubber-faced Michelin tire man 
and the original Georgia Ramblers. 
Harry Brisman presided as master 
of ceremonies. The Seedman Club 
is composed of members of the G. 
J. Seedman Co., Inc., 765 Atlantic 
Ave., Brooklyn. 


* * x 


A Manufacturer Asks a 
Question 
(Continued from Page 12) 
were received, all of them endorsing 
the policy, urging the continuance of 
it, and most of them going to con- 
siderable length in commending the 
company for its fine record of fair 
dealings over a long period of time. 

To quote Mr. Warner, “Our com- 
plete impression is that we have re- 
ceived a renewed faith in the policies 
which we had laid down many years 
ago and maintained carefully ever 
since, and further have received a 
refreshing reflection of a cordial at- 
titude on the part of the jobbers 
toward this company.” 

The point of interest to the indus- 
try, however, is the fact that when 
a representative manufacturer stated 
his case fairly and honestly to the 


electrical jobbers, pointing out the 
selling methods with which he had 
to contend, they grasped the oppor- 
tunity by the hundreds, to assure 
such a manufacturer that a sound 
jobber policy does and apparently al- 
ways will take precedence over “cut- 
price’ merchandising so far as the 
electrical wholesaling industry is 
concerned. 
x * x 


Falls Equipment Remodels 
Radio Department 


The. Falls Equipment Co., Buf- 
falo, N. Y., has remodeled and en- 
larged the office for the radio de- 
partment to make possible the 
display of all the new models. A 
model show window for demon- 
strating different show window 
trims has also been put up. 


Why Jobber’s Fail 


(Continued from Page 6) 


industrial consumers.” As has previ- 
ously been pointed out, the jobber 
must serve his trade intelligently. 
This he cannot do unless he under- 
stands its problems and is able and 
willing to assist in their solution. 
(6) Ineffective selling forces. It 
has been my observation, and my 
views are in accord with those of 
some observers in the trade, that job- 
bers’ salesmen are often poorly 
equipped for their work. This is in 
considerable measure the fault of 
management, for the responsibility 


for training and supervision fests 
upon management. It is an indis- 
putable fact that many, if not most, 
salesmen are not well informed and 
are not masters of the art of selling. 
They are quite typically poorly su- 
pervised. All too often they are 
given too much latitude and author- 
ity, management giving to salesmen 
responsibilities which it should itself 
assume. How often do individual 
jobbers contact with their men in 
the field to see what they are doing? 
In how many cases are analyses made 
of salesmen’s performance by lines 
or by trade groups? In how many 
cases does the salesman “rule the 
roost,” selling what he pleases, to 
whom he pleases, and at whatever 
price he pleases? 

(7) Failure to do a satisfactory 
selling job for the supplier. I have 
already indicated that the trade is 
not in agreement as to the responsi- 
bility of the jobber in this respect. 
[ have also pointed out that manu- 
facturers are in agreement that 
something in the way of real sales 
co-operation is expected. Just what 
this means is suggested by the fol- 
lowing remarks made by manufac- 
turers ¢ 

(a) “We have jobbers in Chi- 
cago who have salesmen calling on 
architects, engineers and industrials, 
who are continually talking and ad- 
vertising our products. This is worth 
money to us, and we compensate this 
type of distributor by increased ef- 
fort and sales help on our part which 
unquestionably delivers to him a 
larger proportion of the business 
than he would otherwise get. We 


™ 
j 


Although boat transportation is cheaper, jobbers in general are not anxious 


to have their places entirely surrounded by water. 


However, this happened to 


the General Electric Supply Corp., Houston, Tex., whose warehouse and offices 
can be seen in the right foreground. During the high water all the folks, includ- 
ing the girls, had to hike up the railroad track and go in at the back door. 
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AN ELECTRIC WASHER FOR 

















World’s Fastest Dryer 


For speed in drying nothing else com- 
pares. Dries silks and lingerie in 5 to 7 
minutes, other fabrics a trifle longer. 
Dries Furs, Human Hair,—perfect for 
drying water and finger waves, for de- 
frosting electric refrigerator and count- 
less other household uses. Price only 
$15.00. 








S 





No one else has 
this Home Elec- 
tric Dryer 


Here’s a dryer that will fit any 
place. Weighs only 31/, lbs. Never 
in the way. New, exclusive—Per- 
fect Merchandise for your dealers. 
The only Dryer of its kind. 


Guaranteed Merchandise 
—backed by a sound Job- 
bing Policy and Liberal 


Discounts. 


Write Today 


400 N. Michigan Ave. 


Also Manufacturers 
of Combination 
Dishwasher and Dryer 


$3,300 


Chicago 


Electric Solderwand 


$1Q00 


4 50 


You and your Dealers need new items with un- 
usual appeal, and convincing Sales Points. The 
Suttle Washer is the only machine of its kind. 
Non Competitive—sells for only half the price 
of other Washers. Simplest Electric Washer 
ever constructed. No Profit Robbing Service. 




















Folds Up and Stows 

















Away in Small Space 








SUTTLE EQUIPMENT CO. 


Electric 
Portable Exerciser 


$2500 
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Volume 
doesn’t always spell profit— 


It’s the dependable product, the steady “year 
in—year out” product that pays the rent in the 
supply business and keeps figures black that 
might be red. 

Contractors who have used Fretz-Moon Con- 
duit always come back on future jobs. It is 
always of the same high quality and finish. It 


speeds up work. It threads clean. It fishes 
easily, 


Give your customers the conduit they will 
appreciate and watch sales grow. 


Fretz-Moon Tube Company, Inc. 
Butler, Pa. 


RIGID 


CONDUIT 


also have the other type of jobber, 
who buys from us and merely ships 
on consumer orders. Obviously he 
is not as much value to us as the 
first type described. He does not 
get the wholehearted support of our 
sales force, hence his volume and 
net are lower than they otherwise 
would be. 

(b) “We are not at all in sympa- 
thy with the wholesaler who handles 
other brands of material in competi- 
tion with ours. There are three rea- 
sons for this: (1) We cannot get 
the same support from a jobber 
who has other material to offer, 
hence do not feel safe in doing mis- 
sionary work or in turning over or- 
ders to him; (2) Many independent 
jobbers who are not extraordinarily 
well financed show poor judgment 
in paralleling stocks because of the 
effect in multiplying investment; (3) 
The sales organization which stocks 
parallel lines must split its efforts. 
Whenever we see a jobber trying to 
handle several manufacturers’ prod- 
ucts we immediately question his 
business judgment. 


(c) “It is our function to help 
start sales through resale work of 
our salesmen and publicity. It is 
the jobber’s function to help keep 
these sales repeating. It is in this 
respect that we feel many jobbers 
do not properly support the many 
manufacturers they represent, as 
during the months that several of 
their lines are putting on special 
drives the other lines suffer.” 


While the main criticism appear- 
ing in the above statements bears up- 
on the jobber’s tendency to handle 
parallel or competitive lines, manu- 
facturers complain of the jobber’s 
failure to co-operate on _ other 
grounds as well. Thus it is asserted 
that jobbers often fail to take ad- 
| vantage of the sales aids of suppliers, 
or to co-operate with the supplier in 
the execution of his selling plans. It 
is further alleged that jobbers fre- 
| quently make no effort to familiarize 
| themselves with the sales policies of 
suppliers. 

In summary form, jobbers’ sales 
policies and practices seem to be sub- 
ject to criticism on two main 
grounds. In the first place, they often 
do an indifferent job of managing 
their sales departments. Secondly, 
they do not always conduct them- 
selves in line with the interests of the 
manufacturers whose products they 
handle. That the first criticism is 
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know that most of your regular customers depend largely 


in common with other intelligent dealers ... 


Y 


You ... like other well-informed dealers 


upon your recommendations in buying merchandise. 
... know of the 
excellent reputation enjoyed by Burgess Products. Sheer 
merit... the result of continual scientific research . . . has 
won an ever-increasing number of customers for Burgess 
dealers. Experience has proved these products to be the kind 


that you can recommend without “crossing your fingers.” 


Write for details of the 1930 national and localized 
advertising campaigns ... window and counter displays... 
consumer folders and booklets — all designed to help you 
build your sales and profits to higher levels. 


BURGESS BATTERY COMPANY 
General Offices: CHICAGO 
NEW YORK CHICAGO SAN FRANCISCO 


IN CANADA: 
NIAGARA FALLS AND WINNIPEG 
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perfectly justified can no doubt be 
conceded. But in connection with 
. the second, two things may be point- 
Automobiles Go ed out. The very nature of the 
jobber’s business makes it impossi- 

ble for him to comply with the wishes 
OC) s D of all those whom he serves. He 
ut O ate must handle many lines and must 
scatter his sales efforts thinly. In 
the second place it must be remem- 
bered that the jobber is running his 
own business and that the sales pol- 
icies and requirements of suppliers 
do not always fit into his own plans. 
As I see it, the jobber’s sales prob- 
lem is on the one hand to inventory 
carefully his whole sales set-up in 
order to eliminate leaks and effect 
improvements in method where they 
are possible; and on the other to ef- 
fect a close tie-up and mutual under- 
standing with a sufficient number of 
the right kind of suppliers to give 
him the volume of business he needs. 


* * * 


S 0 d 0€S Wirt 1g ! Jonathan Woodhouse 


(Continued from Page 16) 


HE automotive industry produces new models to sell ' 
men in the electrical industry. 


the motorist, while the electrical industry sees progress 
every year, and profitable markets are constantly open for 
jobbers’ salesmen and their customers. 


In 1905, he became a part owner 
in an electrical jobbing business, 
known as the Standard Electric Sup- 
ply Co., the activities of which were 
unfortunate under its management. 
In 1909, a settlement was made and 


Electrical wiring installations of a few years ago, both 
in business and home are proving inadequate for present 
day use. Electric refrigerators, vacuum cleaners, ranges, 
irons and other electrical appliances demand increased 
outlets. 





“Spotlight The Outlet”’—Talk adequate wiring to your 
contractor customers, stressing the necessity for using 
“Better Wiring Materials.” 


Sell your customers “Xduct” and “Electroduct” Rigid 
Conduit; “Red Seal” ABC ARMORED BUSHED CABLE; 
Loomflex, non-metallic flexible conduit; Loomflex Cable, 
non-metallic Sheathed Cable, and a complete line of Switch, 
Outlet and Kompact Boxes, and Fittings, all designed and 
manufactured to work in harmony with one another. 


American Circular Loom Company, Inc. 


Siva ¥ C. B. Beck, president and treasurer of 

90 West Street A . a New York, N. 7. the Charleston Electrical Supply Co., 

Ps anti Charleston, W. Va., is rather elusive to 

photographers and in this case the un- 

spoken wish almost came true. A. F. 

OFFICES IN PRINCIPAL CITIES Beck, vice-president and general man- 

ager is in the center and John T. Mor- 

gan, secretary and sales manager is next 
to him. 
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“Push” & Panelboards to “Pull” Business 


Every jobber’s saesman wants to sell the product 
that builds most business for himself and his house. 
You will know after a moment’s thought that € is 
that kind of a “key” product. The man that brings 
in the panelboard order from the job usually sells 
the staples with it and @ Panelboards have the 
wider margin of profit as well. 


Everyone would like to buy from the man who 


knows and talks about panelboards, for here is 
where help can be given by the salesman — real 
definite help in the proper selection and installation 
of the proper type. 


You can know @ Panelboards well by simply study- 
ing their use and installation. € will help you 
through their district office men. Learn to use the 
€ Catalog and your sales will increase in volume. 


The entire @ organization is built to provide 
better panelboards and panelboard service 
to users and jobbers. Tie in with it now. 
“Push” @ Panelboards to ‘‘Pull” Business. 


Arank Adam 


ELECTRIC COMPANY 








Atlanta, Ga. ST. LOUIS Pittsburgh, Pa. 
Baltimore, Md. San Francisco, Calif. 
Boston, Mass. DISTRICT OFFICES Seattle, Wash. 
Buffalo, N. Y. Dallas, Texas Jacksonville, Fla. Memphis, Tenn. New York, N. Y. Tulsa, Okla. 
Chicago, Ill. Denver, Colo. Kansas City, Mo. Minneapolis, Minn. Omaha, Nebr. Vancouver, B.C. 
Cincinnati, Ohio Detroit, Mich. Los Angeles, Calif. New Orleans, La. Philadel phia, Pa. Winnipeg, Man. 
| a RR DREN AT ome osc rites 
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The reflectors are available 
in standard 18” units or in 
continuous sections of any 
desired length. See catalog 
No. 8. 














No. 1012 unit — Standard 
18” section available in 4 
sizes—made of steel, statu- 
ary bronze spray finish. A 
practical and economical 
unit of many uses. See 
catalog No. 8, page 24. 





























No. 1010C — 
Continuous 

bank cage light. Made of 
steel, finished any stand- 
ard spray color, also fur- 
nished in 4 sizes. See cata- 
log No. 8, pages 30 and 31. 
































No. 1250 — Combination 
Bank Cage and _ indirect 
lighting. Made of steel or 
bronze, furnished in any 
size, style and length. See 
catalog No. 8, page 28. 








The accompanying illustra- 
tion shows Day-Brite Bulle- 
tin for May—“Bank Light- 
ing”. This chart, if prom- 
inently displayed in your 
sales room or at your city 
counter will help you sell 
more Day-Brites. 


DAY-BRITE COMPANY 


3825 Laclede Ave.- Saint Louis 




















Mr. Woodhouse bought the entire 
assets for $3,000. Shortly thereafter 
the Woodhouse Electric Co. was in- 
corporated with a paid in capital of 
$10,000, Mr. Woodhouse acting as 
president and his three sons complet- 
ing the officers and directors. 


The first few years were “tough 
sledding” with only a few thousand 
dollars, no credit and new in the 
business. No one in the organiza- 
tion had any practical experience in 
the electrical supply business and it 
immediately became necessary to se- 
lect loyal employes, who had a 
knowledge of the business. From 
this start the company has developed 
a very definite policy with its em- 
ployes, bringing them up through the 
ranks that they may know the busi- 
ness from every angle. 

The company’s first location was 
on Commercial St., where a whole- 
sale and retail business was con- 
ducted. About 8,000 sq. ft. of space 
was occupied. The retail business, 
however, was soon discontinued. 
The company has never been in the 
contracting business. 


About four years later, much 
against the advice of others, Mr. 
Woodhouse moved his business to 
Bank St., then considered a side 
street. Four years later he moved 
across the street to his own building. 





Here we have two fellows who seem 
to like one another. Harry Cowan, 
salesman, Graybar Electric Co., Knox- 
ville, Tenn., with O. A. Dorsett, presi- 
dent of the Knox Porcelain Corp., 
Knoxville, Tenn. The package Mr. 
Dorsett holds contains something new 
in the line of Knox products and since 
Harry Cowan has agreed with Mr. Dor- 
sett that his line can be sold, both are 


happy. 
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USINESS is good for those who plan. Check over 
the successful dealers on your own list, and you will 
find that every one has a plan of business attack. You will 
find that those who say “Business is poor’ or “We can’t 
get business’’are those whose busi- 
ness needs a plan and not a tonic. 
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oo business 





calling on Ventilating, Electrical or Sheet Metal Contrac- 
tors, the American Blower Corporation, one of the world’s 
largest manufacturers of ventilating equipment, offers you 
a complete selling and advertising plan for your dealers. 
There is no charge or obligation to you or to your dealers. 
This plan, as well as the major portion of the material con- 
tained in it, is free for the asking. Mail the coupon today 
and we will send you a copy. Doing so may open to 

you, as it has to numerous 





merican Rlower other Jobber’s Salesmen, new 


NTILATING, HEATING, ir CO’ NIN i ING, CHANT L DRAFT ° 
VENTILATING; HI Oe NE eaten roads to increased profits. 


MS wancractuncns of au trees oF Aim WANOUNG EQUIPMENT SINCE 180! 





If you are a Jobber’s Salesman 


Cc O U P O N (.S.) 


AMERICAN BLOWER CORPORATION, 6000 Russell Street, Detroit, Mich. 
I am interested in your plan for selling electric ventilating equipment. Please send me a copy 
of the American Blower Blue Book. 


Name 





Firm Name 
Street & Number 
City — 
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oe these Non-Metallic 


Sheathed Cable markets 


against your business 


Are you getting your share of the business . 
represented in these four markets ? = 


OLD HOUSE WIRING — Get in step with the “Old House Wiring 
Campaign” that your local Electrical League, or your 
Central Station, is running. Go after this business with 
Non-Metallic Sheathed Cable. There are ten million 


homes in this country that need rewiring. 


NEW HOUSE WIRING —Get more business by “ wiring-for-the- 
future” with Non-Metallic Sheathed Cable. You can 
wire with Non-Metallic Sheathed Cable at lower cost. 


SMALL STORES AND OFFICES—Increase your profits for this 
year by going after these neighborhood stores. Most of 
them are poorly lighted. Non-Metallic Sheathed Cable 


is the answer. 


APPLIANCES—Refrigerators, dishwashers, ranges, washing ma- 
chines, heaters—the list is long and still growing by 


leaps and bounds. Wire them in with Non-Metallic 
Sheathed Cable. 


yf you haven’t complete a em about Non-Metallic Sheathed 
able write to any of the Licensed Manufacturers listed below, or 
the booklet —“ Where and How to Use Non-Metallic Sheathed Cable 





American Circular Loom Company 
Anaconda Wire and Cable Company 
Collyer Insulated Wire Company 
Eastern Tube and Tool Company 
‘ General Electric Company 
National Metal Molding Division 


National Electric Products Corporation 


Rome Wire Company 
Division of General Cable Corporation 


The Wiremold Company 
Triangle Conduit Company, Inc. 


The above Manufacturers are Licensed under Non-metallic Sheathed 
Cable Patents number 1439323; 1520680; 1203788; 1673752. 


SHEATHED CABLE / 
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Wi RE and CABL 


Experiments are costly—and likely to 
Only time tested 
and thoroughly dependable materials 


act as boomerangs. 


can guarantee more sales with profit. 
Crescent products, well and favorably 
known, are piling up new records of 
achievement and keeping a step ahead 
of today’s new high standards of per- 
formance. And you can keep a step 
ahead of your quota with Crescent 


wire and cable. 


“Crescent” 


“Crescent” 


“Crescent” 


“Crescent” 


Products 


National 
Electric Code Rub- 
ber Covered Wire 
and Cable. 

Intermediate Grade 

ubber Covered 
Wire and Cable. 


“Imperial” 30% Rub- 


ber Covered Wire 
and Cable. 

Lead En- 
cased Wire and 


Cable. 
AEC. 
Bushed 


Armored 
Cable 


“Crescent”? Lead Cov- 


ered Armored Cable. 
“Crescent” Flexible 
Metallic Conduit. 
Varnished 
Cambric Cable, Lead 
Encased or Braided. 
All kinds of special 
wires and cables. 


RESCEN 


Insulated Wire and lable Co. 
CRESCENT ARMORED WIRE CO. 


TRENTON N.J. 


Forty Years of Knowing How in Every Crescent Product 


| pany 








| three boys and three girls. 
| boy and two girls are now living. 


| Bacon, 
| Woodhouse, was governor of Ber- 


| at Norfolk, Va., 
best known citizens. 





He blazed the trail resulting in Bank 


| St. becoming a thoroughfare, and 


was among the first to erect build- 
ings which later established this 
street as a real business district. 


In 1922, again against the advice 
of others, he turned his attention to 
Court St., another side street, and 
moved his growing company to its 
present location there. The company 
now occupies a splendid four-story 
fireproof structure containing 20,000 
sq. ft. of space, with an outside ware- 


| house containing about 10,000 sq. ft. 


of space, and in addition maintain 
three additional warehouse stocks in 
Virginia and North Carolina. Aside 
from this he is now erecting a mod- 
ern three-story block on this street 
and there is every indication of the 
soundness of his judgment that this 


| street is destined to become one of 
the most important wholesale centers 
| of the city. 


The first year’s sales of his com- 
were approximately $40,000. 
Last year they were nearly $1,500,- 
000, and the present paid-in capital 


| is but $120,000. The company em- 
| ploys 38 persons, 


including travel- 
ing salesmen covering approxi- 


mately two states. 


Mr. Woodhouse had six children, 
Only one 


This son, T. L. Woodhouse, is treas- 


| urer of his company. 


Though partly through choice, 


| Mr. Woodhouse might be termed a 


self-made man, yet he is proud of 
his English ancestry and points with 


| considerable pride to the fact he is 
| a direct descendant of Sir Henry 


Woodhouse and his wife, Anne 
whose son, also a Henry 


muda Islands, having received such 


| appointment from the King of Eng- 


land, and it is this branch of his fam- 


| ily that settled in Norfolk and Princ- 


ess Anne Counties, Va., more than 


two hundred years ago. 


Jonathan Woodhouse now resides 
and is one of its 
He was a mem- 
ber of the constitutional convention 
of 1902-3, representing Princess 
Anne County. He is a strong booster 
of Norfolk, and a great believer in 
the support of his Chamber of Com- 
merce. In every instance, he has 
shown himself a man of broad vision, 
associated always with progressive 
ideas. 
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PLANT OF THE AUSTIN MANUFACTURING CO., HARVEY, ILL., U. S. A. 
Completely Equipped with TRICO Renewable Fuses 


The Home of the Austin Autocrat 


(The World’s Finest Road Roller) 


Is Electrically Protected with the Autocrat of Fuses 


TRICO 


Renewable 


eon FUSES 


TRICO Factors They’re ‘‘Powder-Packed’’ 
No Premature Blowings 
No Unnecessary Shutdowns ; 
No Oxidized Contacts As Tmaeey, 5. 
No Charred Casings 





, a suburb of Chicago, there 
is the nationally known plant of the Austin 


Copper-to-Copper Contacts Manufacturing Co., whose “Autocrat of the 

Reduced Watt Loss Road” leads their line of road making, rock 

Time Lag crushing, earth handling, and street cleaning 

And they cost no more machinery. For dependable and efficient 
° than other makes of electrical protection in their great plant they siiaenilitee 
renewable fuses selected TRICO Renewable Fuses. Underwriters 





TRICO FUSE MFG. CO., 1004 McKinley Ave., Milwaukee, Wis. 








REG. U. S. PAT. OFF. 


NON-RENEWABLE FUSES — FUSE PULLERS — 
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R. H. Bechtol is President of the Ohio 

Radio Trades Association, Director of 

the National Federation of Radio Asso- 

ciations, former Director of the Radio 

Wholesalers Associations, and Presi- 

dent of the Cleveland Distributing Co., 
Cleveland 
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try can lose no time in studying, for such control 


is of paramount importance at present. In this 
editorial Mr. Bechto! tells of the accomplishments 
of the Cleveland radio group, and how wholesalers 


can profit by its experience. 


credit practices the wholesaler’s division of 

the Ohio Radio Trades Association at the 
suggestion of a few of its members adopted a 
credit control plan in August, 1929. It was or- 
ganized under the direction of the Cleveland 
Credit Association, and since its beginning has 
had enthusiastic support among the wholesalers 
and successful dealers in the nothern Ohio ter- 
ritory. 


4 ARRIVE at some degree of sound 


Wholesalers of radio products in the past can 
appreciate the problems of poor credit risks that 
had to be written off because complete credit 
information was lacking. No co-operative in- 
terchange of credit information by wholesalers 
often resulted in support to dealers who lacked 
capital and good management ability, and who, 
sooner or later, resulted in a loss to the whole- 
salers in the community. Many wholesalers 
will agree that unwise credit extensions have 
prompted expansions in dealers’ operations 
which were not at all warranted and sooner or 
later the wholesalers were forced to salvage 
what was inflated through the unwise use of 
their capital. 


In the time of its operation the plan has 
materially cut down credit losses of member 
wholesalers. It has also made them all more 
conscious of the value of financially responsible 
and successful dealers. The desirability of a 
new sales outlet is now more decided upon the 
ability of the dealer to meet his financial obliga- 
tions and who in turn will build his business 





constructively. It naturally follows that whole- 
salers will profit more by cultivating already 
well established dealers without setting up for 
themselves ultimate financial loss as has often 
been the case. The operating details of the 
plan necessitate monthly reports from all mem- 
bers of the total amounts owed by their ac- 
counts. Full details can be secured from the 
National Association of Credit Men on the rules 
and by-laws under which the membership 
operates. 


HILE the plan in operation is designed 

to be impartial, members extend all possi- 
ble assistance temporarily to all dealers who 
through some unfortunate set of circumstances 
may fall behind, but who in turn are anxious 
to live up to the terms of the credit plan. 


The work of the credit plan of the whole- 
saler’s division of the Ohio Radio Trades As- 
sociation has been constructive and profitable. 


Many problems which have confronted the 
radio industry during the past four or five 
months have been discussed and_ solutions 
worked out for many of them in co-operation 
with the retail division. Wholesalers and deal- 
ers of the Ohio Radio Trades Association are 
working in harmony for the uplifting of the 
radio industry in northern Ohio and for giving 
the radio public that service and satisfaction 
from radio which will result in ultimate good 
for the business. 
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Credit control 1s a subject which the radio indus- 
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Radio Wholesalers Association, Inc. 


Harry Alter, Pres. 
Chicago 


J. Newcomb Blackman, Vice-Pres. 
New York 





Monthly Survey of Sales and 
Inventories Shows Progress 

The monthly survey of radio sales 
and inventories as now being con- 
ducted by the R. W. A. is receiving 
increased interest on the part of the 
radio trade. A larger percentage of 
returns are being received for the 
March business than those revealing 
their figures for January and Feb- 
ruary business, thus showing that the 
wholesalers themselves realize the 
value of this survey and the infor- 
mation which is made _ available 
through it. 

Copies of the first recapitulation 
were sent to all members of the R. 
M. A. with the result that many in- 
dividual manufacturers requested the 
executive offices to be sure and keep 
them on their mailing list as they 
felt the return were of great value to 
them in judging their production 
schedule and the potential market 
that was available. 

The survey shows a forecast for 
the following quarter year’s business 
which is a true indication of the 
trend of the radio market. The 
board of directors of the R. M. A. 
officially endorsed the compiling of 


such statistics with the following 
resolution: “Resolved, that the 
board of directors of the Radio 


Manufacturers’ Association, Inc., in 
regular session at Buffalo, New 
York, on March 21, 1930, do hereby 
endorse the movement of the Radio 
Wholesalers’ Association, in the gath- 
ering and compilation of industry 
statistics and, 

“Further resolved, that this board 
go on record as favoring the collec- 
tion of such statistics.” 

Another service for members of 


the R. W. A. has been started in Chi- 





Robert Himmel, 
Chicago 


Howard Shartle, Sec. 
Cleveland 


Treas. 





Peter Sampson 
Chairman of Board 
Chicago 


The Information on this and the Following Pages has been Prepared 
by H. G. Erstrom, Executive Secretary-Treasurer, by Authorization 
of the Board of Directors of the Radio Wholesalers Association 


On June 5, 1920 


cago as regards the auditing of 
freight bills arrangements have been 
made with a central traffic bureau in 
Chicago to audit freight bills for 
members of the R. W. A. and where 
such bills result in a_ successful 
claim for reparations on overcharges, 
there is a decided saving in the 
charges assessed against the whole- 
saler members of the R. W. A. tak- 
ing advantage of this freight bureau 
will find themselves able to check 
their bills closely at no cost to them- 
selves unless a reparation claim is 
justified. Then, if the claim is suc- 
cessful they will find the cost of such 
services to be much less than here- 
tofore. 

The board of directors again went 


Roy Thomas, Vice-Pres. 
Los Angeles 


H. G. Erstrom 
Executive Sec.-Treas. 
Chicago 


Fred Wiebe, Vice-Pres. 
St. Louis 


James Aitken, Vice-Pres. 
Toledo 





on record as endorsing the Capper- 
Kelly bill which has received a fav- 
orable report for the first time by 
the House Interstate and Foreign 
Commerce Committee. The resale 
price bill is believed to be one of the 
most forward steps ever taken in the 
allowance of price maintenance. The 
R. W. A. feels that the successful 
passage of the Capper-Kelly bill will 
mean thousands of dollars to every 
radio tradesman. The bill has been 
endorsed by the American Fair 
Trade Association, National Associa- 
tion of Wholesale Druggists and 
many others. 

The R. W. A. discussed the ad- 
verse legislation that is now appear- 
ing against the installation and oper- 








Here are the newly elected directors and officers of the St. Louis Radio Trades 


Association. Sitting, left to right, are: 


Gaertner, first vice-president; Fred A. 


vice-president; W. A. 
Left to right, standing, are: 


John C. Schmitt, treasurer; George F. 
Wiebe, president; N. E. Hill, second 


Ward, third vice-president and S. B. Singer, secretary. 
W. P. Mackle, managing secretary; 


George H. 


Niekamp; O. C. McCanne; John F. Meyn; Math Kaemmerer and Karl Spencer, 


association attorney. 
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(This message to retailers is appearing in all 
radio trade and business papers for May) 


our: TO EARN MORE 


Exclusively for 


t? 4; Ba 
MORE KET PROFITS 


THIS FREE SALES TRAINING HAS HELPED HUNDREDS » 
IT CAN DOUBLE YOUR EARNINGS TOO » » » » » » » 


You can sell more, earn more, without paying a 
cent for the training necessary. Without inter- 
ference with your present job, the Majestic 
Sales School gives you complete training in sales- 
manship absolutely free. It adds to your earnings 
immediately. It trains you for bigger pay, a 
better future. It gives you the training you need 


The Lake Shore Athletic Club, Chicago, home of the 
Majestic Sales School. Club privileges are yours during 
your training. 


QUIN RYAN 
Chief Announcer, WGN 








to succeed in business for yourself. Only one 
week is required. Your Majestic distributor has a 
plan that gives you transportation and tuition 
absolutely free. Write him for details today. For 
further information, and particulars of registra- 
tion, write F. A. Delano, Majestic Sales School, 
Lake Shore Athletic Club, Chicago. 


You will meet such celebrities as these at the Majestic Sales School: 
IRENE PAVLOSKA 


MINNA KROKOWSKY 


Famous Violinist 


HAZEL EDEN 


Prima Donna Chicago Civic Opera 
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Another Powerful Sales Appeal 


DE FOREST RADIO TUBES 


They save 
your dealers’ customers 


approximately 25% 


In an average 7-tube A. C. set, the saving in the cost 
of a set of tubes at the new De Forest prices is around 


$0.00. Even at the price of other standard makes, 
the radio owner is glad to have De Forest tubes, but 
with this substantial saving in price, the De Forest 
Dealer has a sales appeal of unusual force. 


They also save him service calls and complaints. 


When he installs a set with De Forest Radio tubes 
he knows the set will render the best performance 
of which it is capable. The higher vacuum of De 
Forest radio tubes gives longer life. Many other 
details of construction render hum-free, noiseless 
reception with A. C. sets during the life of the tubes. 
It has been stated that more than 3 service calls out 
of 5 are caused by faulty tubes. With this servicing 
cut to a minimum, it means full profits to the dealer 
without service cost deductions. 


DE FOREST RADIO COMPANY 
PASSAIC, N. J. 


che Forest ravio rusts 
AUDIONS 
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ation of radio sets in automobiles 
and it was suggested that the organi- 
zation maintain an attitude of fair- 
ness that we intend to discuss the 
subject in a common sense manner. 
Automobile radio points out a large 
potential market for the sale of radio 
sets which should not be denied to 
the radio industry. There have been 
no records of cases where the opera- 
tion of a radio set in a moving car 
has led to an accident and members 
of the association are closely watch- 
ing the installation of radio receiv- 
ing sets in automobiles so as to def- 
initely ascertain the results of such 
an installation. 

It is contended that radio would 
be a factor in reducing accidents in- 
asmuch as it would tend to reduce 
the speed by the psychology of hav- 
ing music in the car when it is in 
motion it would relieve the monot- 
ony of a long and tedious drive and 
would tend to preserve a sense of di- 
rection which otherwise would be 
missing because of the driver’s in- 
attention to his driving on account 
of the monotony of the trip. It is 
further discussed that radio is not 
nearly as disconcerting as conversa- 
tion which is carried on by the other 
occupants of the car. There are 
many other subjects in connection 
with the use of radio in automobiles 
discussed and considered with the re- 
sult that the R. W. A. is cooperat- 
ing with the joint legislative commit- 
tee of the R. M. A. of which Mr. 
Morris Metcalf is Chairman. 

The several committees of the 
Radio Wholesalers Association have 
rendered a very valuable service to 
the membership in their activities. 
During the past year large commit- 
tees were in operation on set, tube, 
accessories and traffic conditions. At 
the recent board meeting, it was 
voted that the accessories committee 
be discontinued inasmuch as acces- 
sories are not now playing as large 
a part in the wholesaler’s place of 
business as they formerly did. The 
size of the tube, and set committees 
have been decreased considerably, be- 
lieving that the smaller the commit- 
tee, the quicker and more effective 
action can be secured. 

J. Newcomb Blackman, Black- 
man Distributing Co., New York 
City, has been appointed chairman of 
the tube committee and the set com- 
mittee will be headed by Dave Gold- 
man, No. American Radio Corp., 
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RADIO TUBES 


Licensed Under RCA Patents 
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The hot water of last fall made a lot of dealers hard- 
boiled. They learned that it cost a lot of their receiver 
profits when misbehaving tubes had to be replaced— 
not to mention the cost of time for service men to make 
these replacements. 


Tell those dealers to take nobody's word on tubes—not 
ours, either. Tell them to make a simple experiment. 
Buy just a few Sylvania Tubes for a couple of their new 
receivers. Compare the service record of these tubes 
with the average of other tubes. 


Sylvania believes a guarantee is something built in by 
engineers and not just printed on paper. Tell your 
hard-boiled dealers to make the comparative test. Syl- 
vania Tubes will stop the tube replacement leaks, of 
the service department—and thus keep the profits earned 
by the sale of receivers in the bank. 


SYLVANIA PRODUCTS COMPANY 


Emporium Pennsylvania 


each week over WJZ, KDKA, KWK, KYW, WBZ, 


The home of the Sylvania Foresters who are heard 
WBZA, WHAM, WREN, KFAB, WGY, WLW. 











Tell Your Hard-Boiled Dealers 
to Read This Advertisement 
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New York. Francis E. Stern of 
Stern & Co., Hartford, Conn., will 
remain as chairman of the traffic 
committee. 
* Ox 
New Members 

The executive offices of the R. W. 
A. wishes to announce the receipt of 
the following applications that have 
been passed upon and unanimously 


| approved for membership by the 
| board of directors: Cain Radio Co., 
| Inc., 306 Park St., Jacksonville, Fla., 
| F. M. Bultman; Hopkins Equip. Co., 
| 418 W. Peachtree, Atlanta, W. D. V. 


Hopkins; Tri State Ign. Corp., 212 


* | E. 8th St., Cincinnati, A. A. Wen- 


strup; Frank M. Brown Co., 8-12 


*:;| Free St., Portland, Me., W. R. In- 


“eh | galls; Gross Brennan Corp., 205 
| 42nd St., New York, Benj. Cross, 
|New York City; Sanford Radio 
| Corp., 480 Canal St., New York, 
| Sanford Samuel, New York City; 


x 


This Picture 
To Your Fan Dealers 


Irs YOUR PICTURE. See how you swing along 


briskly, peppy—a personification of service. 


That's the way you want your dealers to think of your 
house—as a live, wide-awake distributor, ready and 
anxious to give prompt, complete service. 

Be sure that your dealers see your house in that light 
—adequately stocked with Emerson Fans—interested 
in keeping dealers’ fan stocks in good shape right 
through the season. 


THE EMERSON ELECTRIC MFG. CO. 
2018 Washington Ave., Saint Louis 
806 W. Washington Blvd., Chicago 
155 Sixth Ave., New York City 


> EMERSON FANS 


COs 
| «it Fy-Year Guarantee 


Sprague Elec. Sup. Co., 39 Spring, 


| Waterbury, Conn., S. Sprague; Chi- 


cago Talk. Mach. Co., 111 No. Canal 


| St., Chicago, C. L. Egner, and 





Howard Distr. Co., 154 E. Erie St., 
Chicago, R. R. Howard. 


June Convention Plans 
Completed 

The 3rd Bi-Annual Convention of 
the R. W. A. will be held in Atlantic 
City concurrently with the R. M. A. 
Trade Show and Convention. In or- 
der that attending radio wholesalers 
might have the greatest amount of 
time available for their own business, 
the meetings of the Radio Whole- 
salers’ Association have been limited 
to the following: Monday, June 2, 
joint meeting R. W. A. with the N. 
F. R. A.; Wednesday, June 4, open 
meeting, R. W. A. 

30th meetings are scheduled for 
convention hall. The meeting on 
Wednesday will be of the same busi- 


ness attitude as characterized the re- 


cent annual convention in Cleve- 
land. The tube, set, traffic and mem- 
bership committees will render their 
report for consideration of the mem- 
bership and the plans of the associa- 
tion will be devoted to round table 
discussion of problems affecting the 
individual radio wholesaler. Many 
new constructive ideas were brought 
up at the Cleveland meeting through 
this method and it is felt that radio 
wholesalers in attendance at this 
meeting will be more than amply re- 


| paid for their attendance. 
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CUSTOMERS 




















for 7 seconds and hold 
a watch on a set equip- 
ped with Arcturus 
Tubes, you can show 
them that Arcturus is 
the FASTEST long-life 
tube on the market 
today... And if they 


at your meter you can 
show them that Arcturus 
Tubes withstand excep- 


tional overloads; proof of | ‘“e ‘ OY 


L 








the stamina that means 

LONG LIFE... Then, 

when they 

to Arcturus Tubes in action there 
will be no question about Arc- 





turus’ clear, humless TONE... 
A R € I U R U $ insuring the best reception of 
any program. 


Quick Acting 


These three performance points— Quick Action, Long 


ife, — y d 
RADIO TUBES sate Utara asives Meters sai Gaecmen abe 








you can demonstrate these features ... no sales talk is 
needed. This kind of self-evident quality means increased 
sales and extra profits for you. Get the facts about 
Arcturus Blue Tubes from your jobber. 


ARCTURUS RADIO TUBE CO., NEWARK, N. J« 













~ 


é 


0 


THE sospBER’SfA)SALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN 








New Radio Products, Illustrated 





ODEL 100 radiovisor has 

recently been introduced 
to the trade by the Jenkins 
Television Corp., Jersey City, 
N. J. The unit includes scan- 
ning disc, motor, lamp and 
magnifying lens for the recep- 
tion of standard 48-line, 20 
pictures per second radiovision 
signals. The motor is of the 
Faraday eddy current type, 
comprising six electromagnets 
operating in conjunction with 
a toothed rotor and a copper 
disc, and operates as a syn- 
chronous motor, for automatic 
synchronism when used on 
the same A. C. power system 
as the radiovision transmitting 
station. A speed control per- 
mits of slight variations in 
speed, so that the scanning 
disc may be brought to exact 
speed when operated on a dif- 
ferent power system than the 
transmitter. The television 
lamp is contained in an attrac- 
tive lamp house. 





NEW resistance meter with 

self-contained battery and con- 
venient adjustment for variations in 
the battery potential is announced 
by the Jewell Electrical Instrument 
Co., Chicago. The Jewell pat- 
tern 41 ohmeter, as it is called, 
consists of a high grade D. C. in- 
strument with a sub-base carrying 
a three-cell battery. The instrument 
is therefore entirely self-contained 
and independent of external voltage 
supply. The current drawn from the 
battery in the base of the instrument 
is less than 15 milliamperes when 
the instrument reads 5,000 ohms, 
and still lower in higher resistance 
instruments. A knurled knob at the 
bottom provides adjustment through 
a magnetic shunt for battery vari- 
ations. To insure accuracy, the bind- 
ing posts are short circuited before 
using, the test button pressed, and 
the pointer adjusted to the top of 
the scale over a red line. This is 
said to correct the instrument to the 
exact battery voltage available, and 
any resistance placed across the 
binding posts is indicated in ohms 
direct on the scale. The unit is so 
constructed as to enable it to with- 
stand transportation. 





HE Clarostat Manufacturing 

Co., Brooklyn, N. Y., has devel- 
oped an automatic line voltage regu- 
lator clarostat which may be applied 
to any standard 110 volt radio re- 
ceiver. This device is in the form 
of a compact plug and receptacle for 
ready inclusion in the power line to 
the radio set. The manufacturer de- 
scribes the product as being an 
automatic ballast or self-compensat- 
ing type of resistor, which offers 
high resistance to high line voltages, 
and very little resistance when the 
line voltage is at normal or even 
below normal, thereby maintaining 
the applied voltage at a uniform 
level. 











NE of the most recent additions 

to the line of the United States 
Radium Corp., 535 Pearl St., New 
York, is a luminous switch plate 
screw. This product is an illustra- 
tion of a new and efficient design 
offered by this concern. 


THE INDUSTRY. 





-L Radio Laboratories, Chicago, 

has produced the “X-L Senti- 
nel,” a time switch for radio receiv- 
ers, small window displays, chargers 
and many other devices. It is said 
to require no winding and is entirely 
automatic in action. The product is 
finished in satin silver with brown 
bakelite trim. It is made to operate 
on all voltages from four to 250, 
both direct and alternating and re- 
gardless of cycle. It will carry five 
amperes at 110 volts and three am- 
peres at 220 volts. 





SHIELDED lead-in wire 

designed to eliminate man- 
made interference in radio recep- 
tion is announced by the Belden 
Manufacturing Co., Chicago. The 
wire consists of seven strands of 
tinned copper with rubber insula- 
tion and an over-all sheath of 
finely woven tinned copper which 
acts as a shield. In using the 
shielded lead-in wire, the length 
of the aerial should be increased 
considerably, varying with the 
type of installation, to counteract 
the capacity between the lead-in 
and its shield. 
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EVERYBODY WILL BE THERE 


VERY branch of the radio industry will be 

represented in Atlantic City during the week 
of June 2nd to 6th. It will be the largest 
gathering of radio men in the history of the 
industry for during the same week as the Trade 
Show, the Sixth Annual R.M.A. Convention, 
the National Federation of Radio Associations, 
the Radio Wholesalers Association, and the 
Institute of Radio Engineers will convene in 
Atlantic City. 


Many important subjects of vital interest to 
everyone in the industry, particularly dealers and 
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jobbers, will be discussed in the light of the 
industry’s present condition and future prospects. 

The latest receiving set models and accessories 
will be displayed and demonstrated under one 
roof, making it easy for the trade to see what the 


manufacturers offer for the coming season. 

Atlantic City abounds in first class hotels. Visitors to 
the Trade Show can be assured that an average of 
$10.00 per day will cover living expenses. All railroads 
are offering special fare and one-half rates for the 
round trip to Atlantic City. 

Make your hotel reservations through the Atlantic 
City Convention Bureau, Atlantic City, N. J. Invitation 
credentials for the Trade Show will be mailed to the 
trade about May Ist. 


RADIO MANUFACTURERS’ ASSOCIATION TRADE SHOW 


Times Bldg. 


Room 1904 


New York 


Under Direction of U. J. Hermann and G. Clayton Irwin, Jr. 




















72 THE JOBBER’SfA)SALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


When you 
Think of SAFETY SWITCHES 
Think of — 


MORE PROFITS 
Too 


Because Wadsworth Switches are 
easier to use; because Wadsworth jobs 
are neater; because there are no 
comebacks nor complaints with a 
Wadsworth installation, WADS- 
WORTH SWITCHES are demanded 
by Electrical Contractors! And _ be- 
cause of this demand, the line is ex- 
ceptionally profitable for Jobbers and 
their salesmen. Write today to the 
Wadsworth Electric Mfg. Co., Inc., of 
Covington, Ky., for copy of bulletins 
and sales helps. 


“‘THERE’S A 
WADSWORTH 
SWITCH 
FOR EVERY 
INSTALLATION” 


Catalog No. 2223 
Switch cabinet 
open, switch closed, 
switch blades are 
in clear sight. 


Catalog No. 1843 
Switch cabinet open, 
switch closed. Note a ——————o 
that. switch blades ‘ Catalog No. 9563 
are in clear sight at Safety Industrial 
all times, making in- Switch. 
spection very sim- Accessible Fuse 
ple. Ample wiring Quick Make and 
space is provided. Quick Break 


WADSWORT 


METER SERVICE 
AND INDUSTRIAL TYPE 
SAFETY SWITCHES 











Man Available 


A man with a record of 25 years 
with one electrical manufacturing 
company, 18 years of which were 
spent in the capacity of sales man- 
ager, is available for a position, pref- 
erably with a manufacturer. He has 
a thorough knowledge of merchan- 
dising, sales promotion and the han- 
dling of men. His natural contact 
with jobbers over the period of 25 


_ years has been augmented by special 
| work during the past three years 


which necessitated personal calls on 
practically every electrical wholesale 
house in the country. The result 


| today is that he knows, and in most 
| cases intimately, nearly every jobber 


of electrical products. While this 
man is free to move to any city, he 
prefers a position in Chicago. Ad- 


| dress the Editor, THE JopBer’s 
| SALESMAN. 


* *K X* 


Speeding up Orders 
(Continued from Page 7) 


| black portions usually in the form of 


a reversed cut with the printing mat- 
ter in white letters, which block out 


| the printing from the ditto machine 
| so that it is not readable. An ex- 
| ample is the shipping tag. A portion 
| of the upper part of the invoice is 


not necessary for the shipping tag so 


| the distributor’s name appears in let- 
| ters white on a black background. 
| As mentioned before all information 
| concerning the order and the custo- 
| mer is placed on the master invoice, 





D. August Amme makes his head- 
quarters in Charleston, S. C., and covers 
the surrounding territory for the Perry- 
Mann Electric Co., Columbia, S. C. He 
has been doing a bang-up job of selling 
lamps in this section. 
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 —_—_—— the forty years of its manufacture, 
every effort has been exerted toward making the name 
“Paranite” mean more than the Underwriters’ tag which 


this fine insulated wire and cable bears. 


There zs a very definite demand from architects, en- 
gineers and contractors fora wire with this extra measure 
of quality. It is this demand that Paranite has chosen 
to meet. And Paranite’s success is reflected in its wide- 
spread use wherever quality is the determining factor. 

Equally important to the contractor is the fact that 
the same qualities which make Paranite a finer wire, 
also make it a wire that is easier and more economical 
to work. If you are not already familiar with the ad- 
vantages of Paranite, we shall be glad to send you full 


details upon request. 


* 


PARANITE 


“If It’s PARANITE It’s Right” 


INSULATED WIRES and CABLES 


INDIANA RUBBER AND INSULATED WIRE CO. 


JONESBORO, INDIANA 
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though not all of it is received by the 


customer on his copy of the invoice. 

The inventory system is undoubt- 
edly a time saver and an asset, es- 
pecially in connection with Denver 


city customers. If a Denver con- 
S AF E . 4° S AVVA | i &. H > ) tractor phones in and asks if the 
company has so many of such and 
such an item, reference to the inven- 

4 ° tory card gives affirmative or nega- 
for Industria Service tive information. If negative it saves 
the customer a trip downtown until 
the merchandise has been received 
and may be delivered to him. 


Strongly constructed and | 
will give excellent results Every stock card is classified ac- 
within the limits of the loads | cording to the type of merchandise. 
for which they are designed, | or example the various types of in- 
ranging from 125 to 575 sulators are grouped together in the 
filing system which is of the visible 
volts. : 
type. 
Subtractions from the amount on 
hand are indicated in black while ad- 
ditions to the stock are indicated in 
60 Pc pee! or red. The cards also contain the cost 
seemless per unit, and the minimum amount 
| that should be on hand at any one 
Plenty of time. When an order is placed for 
additional supplies the order num- 
Knuckle Room ber and the amount ordered are in- 
dicated on the card to eliminate 
‘ , possibilities of a duplicate order go- 
Easiest to Wire ing’ in. | 
Cat. No. 663 The warehouse foreman receives 
a duplicate copy of an order on the 
factory for merchandise. It becomes 
a receiving report. When the ship- 
ment is received he checks it with 
his copy of the purchase order and 
if it all has been received he checks 
it and sends the copy to the office 
which indicates that the merchandise 
is in stock and available for sale. In 
case there are any omissions in the 
shipment, the warehouseman holds 
his copy, makes out a report in long 
hand on the items that have been re- 
Cat. No. 230 ceived and sends it to the office. 
P ar When the remaining merchandise has 
Durable — Finely Finished been received, he notes it and then 
sends the copy to the office as an in- 
dication that the transaction finally 
has been completed. 

The usual criticism of a perpet- 
ual inventory system is that it must 
be checked frequently by a physical 
inventory to guard against mistakes 

either in adding to or subtracting from 

the amount on hand or against mis- 

f takes in the warehouse. But to re- 

duce the labor required for the physi- 

DEVICE i RP cal inventory and to prevent such an 


inventory interfering with the regu- 


12450 ATLANTIC AVENUE lar run of work in the office and 
warehouse, the inventory clerk sends 
BR O O K LYN « NEW si R K an “account card” to the warehouse 


makes them 


—and of utmost importance to jobber salesmen 
there is a new line of all purpose enclosed switches 
that are in big demand by electrical contractors 
everywhere. 


Clips and blades are rugged and withstand abuse. 

There is a Murray Safety Switch for every 
purpose. . . . Write today for catalog and informa- 
tion that will help you get your share of this prof- 
itable business in your territory. 
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Lat Newer WABROW Locking Rings 


on Single 
~ RECEPTACLE 


PLATES 


SCREWS on to any 
Single Convenience 
Outlet Plate ... 








| ‘ 
| eels N° 7736 











Converts your regular Convenience Outlet into a locking 







device, when used with Arrow Locking Attachment Plug 


Caps ‘RE’ and “TE” . . . Plug is inserted with locking 





clamps in release position — indicated in illustration. 














Turning ring to right locks plug into place. Locking 


arrangement is positive and independent of plug blades. Pe ' 4 , 3 
# 2 Saew> 
Cannot let go when plug is twisted . . . Holds firm against Z) “hn 
: ‘ \\ | AS fh ; K yi 
pulls from portable tools in garages, machine shops, E egiths NS 
eS cae 
industrial plants. « With ‘“Arrotock’’ Double T- Slot rer 
DS 
Connector you complete the hook-up for all H shop needs.» ( \ 








ARROW ELEGTRIGC DIVISION 


THE ARROW —-HART & HEGEMAN ELECTRIC Co. 
HARTFORD,CONN. 
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HOROLECTRIC 
TIME "4: SWITCH 


SO WELL BUILT 
WE CAN GUARANTEE 
IT UNCONDITIONALLY 

FOR TWO YEARS 





A PRECISION INSTRUMENT 
2 a 


Dependability made possible by the un- 
usual experience of the makers. 


Only two types — just the eight-day hand 
wound andelectrically wound. They ful- 
fill every possible need. 


@ 


Big stocks....many types.... 
no longer necessary. 


> 
Made in U. S. A. 
ee asthe 


HOROLECTRICAL 
CORPORATION 


NEW YORK CITY 


HOROLECTRIC 
TIME ""Scztme SWITCH 














Samuel Goler, purchasing agent and 
sales manager of the Gertler Electric Co., 
New York, was married on March 8 to 
Mildred Philipson. This picture has a 
Florida background and was taken dur- 


| ing their tour to Florida by machine. 


_ almost every morning listing items he 


desires a physical count of. Thus by 
going right down the line and taking 

few items each day for actual count, 
a check can be made without much 
additional effort. 


* * X* 


The Value of Sales 
Campaigns 
(Continued from Page 11) 

Similar campaigns were carried 
out each month except for the 
months of June, July and December. 
Campaigns in these months were 
purposely omitted to keep the cam- 
paigns from becoming stale. 

In these campaigns we found the 
more unusual the way of recognizing 
the winners, the more interest was 
created. lor instance, our October 
campaign covered the securing of 


| lamp contracts, each salesman being 


assigned a quota of contracts to se- 
cure. In way of award we arranged 
a dinner for these men to be held 
on the afternoon of the monthly 


Each salesman was 


sales meeting. 


| requested to attend this dinner and 


those who had reached their quotas 
were permitted to order a fine dinner 
such as sea food with lobster or roast 
turkey and those who had not reached 
their quotas were given only baked 
beans, bread and coffee. Our presi- 
dent and secretary attended this din- 


ner, and the bean eaters were seated 
across the table from the others. As 
the details of this dinner were 
known by all at the beginning of the 
campaign a considerable amount of 
interest was created. 

Some of our campaigns have 
prizes for the salesmen’s wives. In 
this case each salesman’s wife is ad- 
vised of the campaign by letter and 
is kept posted on hubby’s standing. 

We ran one three-month campaign 
for volume during the months of 
October, November and December. 
The contest was posted as an air- 
plane race with each salesman’s dis- 
tance based on quota. We created 
a lot of interest in this race by hav- 
ing our lady employees pick the man 
each thought would win and they 
kept urging their men along through- 
out the entire contest. After the race 
got going good quite a few other 
bets were made ranging from cigars 
to silk shirts. This resulted in a 
great deal of moral support to the 
salesmen. 

This campaign proved quite suc- 
cessful and although the quotas were 
set at about a 3344% increase over 
a corresponding period of the year 
before, four salesmen reached their 
quotas. The winner had a 62% in- 
crease over the same period in 1928 
and with the same list of customers. 
As no announcement was made about 
prizes, and as the winner happened 
to be a new daddy, a pair of infant 
socks containing gold money was 
sent to his wife to start a banking 
account for the new member of the 
family. 





Among those who spent part of the 
winter in warmer climes is J. J. Gal- 
lagher, manager of the Wetmore-Savage 
Electric Supply Co., at Providence, R. I. 
He is shown looking at the green leaves 
and speculating just how cold it is up 
north. 
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Slip the Konpu box over 
the ends of the conduit; goes 
into place quickly and easily. 





Then a few turns on the 
lock-nut at each end, and 
Kononu is on to stay put, with 
a bull-dog grip. Never known 
to loosen from _ vibration. 











Easily installed on bends, close to corners, etc. 


‘f‘Use a KOnbDu 


instead of a thread 


‘Saved $141.50— 


just by using better fittings! 


One report after another, from 
users, tells how Konpu Thread- 
less Fittings are making big sav- 
ings in conduit line cost. 

Here’s a case: An electrical 
maintenance man asked several 
contractors to bid on the conduit 


‘system for a plant extension. 


The low bidder was NOT figur- 
ing on using Konpu, and his 
estimate was $288.00. 

“Too much!” said the mainte- 
nance man. 

“Can’t do it for less,” answered 
the contractor, “I’ve already fig- 
ured on using the cheapest fit- 
tings I can buy.” 

“Well, let’s use the BEST 
fittings instead of the cheapest— 


19 


let’s use a Konvu instead of a 
thread,” replied the plont man. 
“Let’s get away entirely from 
any cost of threading.” And 
here’s how it worked: 

Cost of the job was cut from 
$288 to $146.50—a saving of 
$141.50, which amounted to 


Saving 4 times the entire cost 
of fittings! 


Users of Konpu can show you 
many more records like this— 
remarkable savings made by 
using Konpbu. 


Write for the Konpu Catalog, 
showing the complete line of 
threadless fittings for every 
standard electrical need. 


ERIE-MALLEABLE IRON COMPANY 
Kondu Division 
600 West 12th Street, ERIE, PA. 


Canadian Representative: Kondu Manufacturing Co., Ltd., Preston, Ont. 


KONDU 
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THE PLANT BEHIND 
“LATROBE” Products 


From the hills of Pennsylvania come “LATROBE” 
products. Floor Outlets, Junction Boxes, Conduit 
Benders, Insulator Supports, Fish Wire ... em- 
bodying the characteristics of leaders! Only the 
highest grade of material is used. Only the best 
of workmanship in a thoroughly modern equipped 
plant ... and a jobber policy that protects you 100 
percent! Jobbers, this line is your line without 
encroachment! Write at once for details. 















































Bullman Yanuiachuing Co. 
1209-1215 Jefferson St., Latrobe, Pa. 





Thousands Here! 


Thousands of IDEAL Universal Wire Con > 
nectors were used in this new $2,000,000 y 
Hotel just built in Richmond, Va { is 

bas 


Are You Getting Your Share of 4/ : 


b 


-* 


This Volume and Repeat Business? * 


4 


wf 


Contractors, Fixture Manufacturers, Electric 
appliance manufacturers; hundreds of indus- 
trials DEMAND Ideals. Nothing so good 
for Radio! 

Fully approved by Underwriters and Factory 
Mutual Lab, Fully Patented. 


@) 
\ BOWLUS 
BORING 


MACHINE 
Saves contractors 
a lot of money. 
Quick sale price. 
No climbing up 
on ladders. No 
back - breaking 
stooping over. 


VA. 
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E-Z WIRE 
STRIPPER 
Volume sales. 

Electrical Work 
ers buy on sight. 
Clamps, strips 
and cuts in one ‘ 
operation, 


DEAL 











Ideal Commutator Dresser Co., 5-30 
1047 Park Ave., Sycamore, III. 


Please send further information on [ Ideal Universal Wire Connectors [] Ideal Bowlus 
Boring Machine [] Ideal E-Z Wire Stripper. 








the salesmen had an 
| business and earnings ranging from 
| 12% to 45% with a reduction of 








All of our campaigns are con- 
ducted with visible charts picturing 
the particular race and each sales- 
man’s standing is changed as soon as 
the order is received. As these charts 
are posted in full view at the front 
of the office everyone interested can 
watch the progress of the campaign. 
This in itself has proven to be an 
incentive to the salesmen. 

Another very important thing that 
these campaigns accomplished was 
to demonstrate to the salesmen their 
possibilities of increasing their sales 
and their earnings, in fact one sales- 
man who had been selling for us over 
ten years increased his 1929 earnings 
over 1928 by 42%. This increase is 
directly traceable to the campaigns. 

Despite the fact that by the first 
quarter of 1929 we had reduced the 
number of customers on the sales- 
men’s lists by 30%, each man was 
showing a nice increase over 1928. 
During the year the lists were 
further reduced. In the year 1929 
increase of 


customers of 40% less than in the 
beginning of 1928. 

The results of the 1929 campaign 
activity as compared to 1928 showed 
a 45% increase in vacuum cleaner 
sales, a 25% increase in table ap- 
pliance sales, a 10% increase in fan 
sales, and a 50% increase in electric 
clock sales. This department on the 
whole, which does not include re- 
frigerators, radio or washers, showed 
a nice increase in volume and gross 
profit and also a reduction of direct 
sales expense. 

As a result of these and other ex- 
periences with sales campaigns we 
are thoroughly convinced of their 
value. However, they must be care- 
fully planned and conducted and one 
must take advantage of every chance 
to make the contests interesting, not 
only at the start but all the way 
through to and including the finish. 
Nothing is a more dismal failure 
than a contest in which interest lags. 
The salesmen, too, should be given 
every encouragement and opportunity 
to apply their talents. They should 
not be burdened with a list of cus- 
tomers on which to call, many of 
which never did and never will give 
them a profitable volume of business. 
They can much more profitably 
spend their time with those custom- 
ers who responded to their efforts. 
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STEELTUBES [E. M. T.)* 
has the same inside diameter 
as heavy conduit. Made in three 
sizes {34", 3%" and 1") with dia- 
meters and wall thickness shown 
above. One coupling furnished 
with each ten-foot length. 


FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 














| ge extra pound you pile on the wireman 
slows down the job by just that much— 


STEELTUBES is light—every pound of excess weight is left 
out. That means—more man-power left to do the work that really 
counts ... good work even in late afternoon hours. 


There’s no thread cutting with STEELTUBES. It’s easy to bend 
—easy to cut. And the inside surface is coated under pressure 
with enamel. This enamel is baked to a hard-glassy finish that 
makes fishing of wires easy. 


STEELTUBES carries the Underwriters’ Label—and is ap- 
proved and listed as standard by the Associated Factory Mutual. 


Electrical Division 


STEEL AND TUBES, INC 


Cleveland, Ohio 
(A Unit of Republic Steel Corp.) 


oF STEELTUBES Electrical Metallic Tubing 
is threadless, strong, light and easy to handle. Costs te 


Of ist to buy. Saves time and money on the job. 


Steeltubes 


by ask a wireman to lift 85 pounds 
when 30 pounds is plenty 
























80 


THE JOBBER’S[A)SALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


MANUFACTURERS 








New Corporation to Manu- 
facture Refrigerators 

The board of directors of the Ma- 
jestic Household Utilities Corp., Chi- 
cago, organized April 4, which will 
manufacture electric refrigerators, 
held a meeting on April 15. This new 
corporation is an affiliate of the 
Grigsby-Grunow Co., Chicago, which, 
through ownership of one-fourth of 
the stock recently issued, will have 
practical control of the company. ‘It 
is anticipated that great economies 
will be accomplished through a com- 
mon management that will be of 
value and benefit to both companies. 

The Majestic Household Utilities 
Corp. will manufacture, under the 
well-known trade mark “Majestic”, 
a complete line of electric household 
refrigerators, and it is understood 
that ultimately other household utili- 
ties, including vacuum cleaners and 
washing machines will be put into 
production. 

The officers of the new corporation 
are as follows: B. J. Grigsby, presi- 
dent; W. C. Grunow, vice-president ; 
A. C. Winnan, secretary; J. L. Over- 
lock, treasurer; R. R. Trimarco, as- 
sistant secretary and assistant treas- 
urer; J. R. Cardwell, and Albert F. 


Mecklenburger, directors. 


* * * 


Square D Announces 
Appointments 

Announcement is made by the 
Square D Company, Detroit, Mil- 
waukee and Peru, Ind., of several 
promotions and changes in its execu- 
tive and field personnel. 

Two new assistant sales managers 
have been appointed by this com- 
pany. C. E. Cook, formerly Square 
D branch sales manager at Detroit, 
has now become assistant sales man- 
ager in charge of sales of all meter 
and entrance switches, as well as volt- 
age testers. E. L. Pittenger moves 
up to assume the duties of assistant 
sales manager in charge of sales of 
“Square-Duct”’ and industrial safety 





switches. Mr. Pittenger was for- 
merly branch sales manager at Pitts- 
burgh. Both Mr. Cook and Mr. Pit- 
tenger will have their headquarters 
at Square D’s main factory and offices 
in Detroit. 

Stepping into Mr. Cook’s shoes, 
as Detroit branch sales manager, is 
R. M. Heasley, former sales repre- 
sentative at Grand Rapids, Mich. 
George H. Schubert, former sales 
representative at Detroit, fills Mr. 
Heasley’s place at Grand Rapids. 
Mr. Pittenger’s former position as 
Pittsburgh branch sales manager is 
taken over by R. R. Eckenrode, for- 
merly sales representative at Phila- 
delphia. An addition to the staff of 
Square D sales representatives is 
Henry M. Foley, who will be at- 
tached to the Detroit sales office. 

e-# ¢€ 
Diehl Manufacturing Opens 
Two Warehouses 

Two warehouses in Columbus, O., 
and St. Louis, have been opened by 
the Diehl Manufacturing Co., Eliz- 
abethport, N. J. A well balanced as- 
sortment of desk and bracket fans, 





ceiling fans, and high and low speed 
exhaust fans, will be kept on hand at 
both warehouses to provide 24-hour 
service in territories where it was 
previously necessary to wait for ship- 
ments from the factory at Elizabeth- 
port. 

The Columbus stock is held under 
the supervision of the company’s 
sales representatives, the B. Frank 
Perry, Inc., 36 W. Gay St., Colum- 
bus, and the St. Louis stock is held 
under the supervision of C. H. 
Wallis and Co., 1409 Syndicate Trust 
Bldg., St. Louis. 


* * Xx 


Horolectrical Corporation 
Announces Personnel 
The Horolectrical Corp,. New 
York, manufacturers of horological 
and electrical precision instruments, 
announces its personnel as follows: 
Arthur Dorsey, president and chief 
engineer, a member of the British 
Horological Institute of London, 
England, who has been designing 
clocks, watches and time-controlled 
devices for the past 20 years ; Charles 
S. Miller, vice-president and general 





This frolicsome foursome were snapped at the sales conference of the southern 
division, Westinghouse Lamp Co., held at Sea Island Beach, Brunswick, Ga. 
From left to right are: L. S. Paletou, manager, southern division; C. A. Norton, 
manager, executive large lamp sales department; A. E. Snyder, manager, execu- 


tive miniature lamp sales department, and A. E. Allen, vice-president. 


From 


his smile, it is apparent that Paletou has been up to one of his usual tricks. 
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ADVANCED DESIGN 


you expect from the 
inventors of the first 
slot outlet and the 
first Te-Slot outlet . . 


UNIQUE SLOT-FINDERS—New Bakelite face 
of modernistic design incorporates unique 
Slot-Finders. A noteworthy convenience. No 
groping. Blades find their slots automatically, 
quickly and surely. 


ONE-PIECE CONTACT SPRING — Guarantees 
perfect alinement and a positive electrical 
connection. Made of finest phosphor bronze. 





FYERY significant advance in convenience outlet design has 
been pioneered by Hubbell. Back in 1903 the genius of 
Harvey Hubbell evolved the first flush outlet with slots...a 
contribution of major importance to the whole electrical in- 
dustry. Fifteen years later Hubbell produced the revolutionary 
Te-Slot convenience outlet which brought order to the con- 
fusion of parallel and tandem blade plugs. 


Now Hubbell comes forward with another outstanding devel- 
opment in outlets. Advance showings have brought the en- 
thusiastic approval of architects, engineers, contractors and 
dealers. AJl agree that it is a better outlet in every respect! A—NEW SOLID COMPOSITION BASE, moisture-proof, eliminates 


Check the unique features listed here. See the advanced the fibre back which is objectionable under certain conditions. 
design incorporated throughout. Send for a sample... inspect B—BETTER WIRING AND INSULATING FACILITIES. Larger screws to 
it carefully and you'll recommend it for future wiring jobs. hold No. 10 wire when desired. Binding plates and screws are in 
deep pockets with heavy side bosses of composition, well protected 
HARVEY HUBBE LL, IN G-, BRIDGEPOR : CONN. and insulated from side of wall and box. Wide Bakelite barriers 
ae ae yyy Bloons ee ee ee = — i ge a insulate wiring cavity from face plate. Tapped bushing for plate 
° n t.3 Icago, - Washington 5St.; enver, 1. HA. Bodfish, : ded t ti t th ounding the plate. 

1109 Broadway; Philadelphia, Fifth St., Phila. Bourse (Exhibition Dept),  *“°™ * SroUnced fo mounting sirap, thus grounding tne P 
San Francisco, 390 Fourth St, Garnett, Young & Company. Harvey Hubbell C—MOUNTING STRAP LOCKED TO FACE, for greater strength 

Co. of Canada, Ltd., 7-12 Labatt Ave., Toronto. and rigidity, and more accurate spring alinement. 
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“It has a grip like its namesake”’ 








iill Dag 


REGISTERED 


Split Knobs 
"Trese are 


the safe, approved 
knobs for all types of 
residence wiring. They 
mean better jobs at no 
added cost. Bull Dog 
Split Knobs, together 
with Illinois Porcelain 
Tubes, Cleats and 
Solid Knobs form a 
complete line of stand- 
ard porcelain. 





| 


Sold Through Wholesalers 


Illinois Electric Porcelain Co. 


Macomb, Illinois 





| neer in charge of production. 
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\n unusual type of business voyage has just been started by Fred H. Strayer, 


sales manager for the Sylvania Products Co., Emporium, Pa. 


He will be accom- 


panied by Richard A. Picard, right, advertising counsel for Sylvania radio tubes and 


lamps. 


with more concrete, more personal sales assistance. 


It is Mr. Strayer’s conviction that a manufacturer must provide his dealers 


The manufacturer does not 


dispose of his responsibility toward the dealer with huge advertising and nation-wide 


broadcasting. The dealer’s keenest need 


is for ideas. Consequently, Mr. Strayer 


plans to organize and turn to the dealer’s account the successful business ideas 
which are in practice among retailers of four or five industries served by Sylvania. 





manager, who has been connected 
with the clock business for over 25 
years, and Robert S. Mapletoft, sec- 
retary of the corporation and engi- 


Mr. 
Mapletoft is a graduate of Princeton 
and holds an E.E. degree from that 
university. 

- . 


E. J. Hunter Is Sales Director 
of Kondu Division 


The Erie Malleable Iron Co., Erie, 
Pa., announces the promotion of E. 


| J. Hunter, formerly assistant district 


manager with headquarters in New 


| York, as sales director of the Kondu 


division with headquarters at Erie. 
Mr. Hunter has been with the Kondu 
division since its inception and suc- 
ceeds Clinton Stark who resigned. 

i 


Richard A. Garver 
With R.C.A. 

Richard A. Garver is now south- 
eastern district sales manager of the 
R.C.A. Radiotron Co., Inc., Harri- 
son, N. J., and is located in Atlanta, 
Ga. Mr. Garver’s many years of 
experience in the music and radio 
fields started in 1916 with the De 
Moll Piano Co., Washington, D. C. 

In 1927, he went with the Pooley 
Co., Philadelphia, and then he joined 
Atwater Kent Co., also of Philadel- 
phia, in January of 1928 as assist- 
ant convention manager. Following 
this Mr. Garver went from the set to 
the tube business. In March, 1929, 


he took up the duties of sales mana- 
ger of the Ceco Manufacturing Co., 
Providence, R. I. 


* *K * 


A. F. Wilson Dies Suddenly 
A. F. Wilson, New York manager 
of the Hart and Hegeman Division 
of the Arrow-Hart and Hegeman 
Electric Co., Hartford, Conn., died 
suddenly on March 22. Mr. Wilson 
had been connected with this concern 
since 1914 and had made a host of 
friends in the industry. 
i 


Henry D. Sears Moves 
District Office 


Henry D. Sears, Boston, Mass., 
announces that the New York dis- 
trict office for the sale of Weber 
wiring devices has been moved to 
new and larger quarters in the new 
Lincoln Bldg., 60 E. 42nd St., Henry 
E. Nickerson will continue as dis- 
trict manager. 

* *K Kk 
H. E. Morgan Returns 
to Economy 

H. E. Morgan, known to his many 
friends as “Jack,” has returned to 
the Texas-Oklahoma territory as rep- 
resentative of the Economy Fuse and 
Mfg. Co., Chicago. During his three 
months’ leave from Economy he was 
acting branch manager of the Ameri- 
can Eagle Aircraft Corp. Morgan, 
who served with the Canadian Air 
Forces through the war, has covered 
the Texas-Oklahoma territory for 
Economy Fuse since 1925. 
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In factories, mills, garages, machine shops, 
north, south, east and west, wherever 
there are lamps to protect, you will find 
Loxon Lamp Guards making friends. 
Their double duty feature — protection 
against both breakage and theft at a 
single cost—-has made Loxon Lamp 
Guards the fastest and best selling guards 
on the market. 


Loxon Lamp Guards are made of heavy 
tinned wire and are equipped with a 
locking device operated by a key. Where 
danger lurks in the darkness and broken 
or stolen bulbs may mean injury or death, 
Loxon Guards assure illumination and 
safety at all times. And they are built 
to stand hard service year after year. 






Pull Sockets 





Conduit Box Switches 
Link Switches 
Twi-Lite Switches 
Twi-Lite Clusters 














VALPARAISO 


ESTABLISHED 1904 

















Made for All Types of Sockets 
and Lamp Sizes 


Loxon Guards are made for all types of sockets 
and lamp sizes. They are quickly and conve- 
niently attached to the socket and locked with 
a key. Whatever your customer’s requirements 
may be there’s a Loxon Guard to meet his needs 
and give him the double protection he wants. 


Loxon Guards are the sure way to 
greater guard sales and bigger profits 


| PACGILL 


ceacruicas | MANUFACTURING CO. 


Electrical Specialties of Quality 






Wire Lamp Guards 
Portable Lamp Guards 
Wall Guards 
Coloring Fluid 
Soldering Fluxes 


























Lamp Changers 








- INDIANA 
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from the first radical improve- 
ment in 25 years for 


Electric Fans. “No-Draft” Fan Attach- 
ment is a series of circular metal strips 
set at a 45-degree angle that spreads the 
blast of the fan to all directions. Makes 
electric fans practical for hospitals, hotels, 
offices, stores and many other places where 
it used to be useless because of the direct 
blast of air. 

The attachment is made in sizes to fit any 
desk fan made. Wherever a fan is now 
used you can sell one. You and your 
dealer customers will increase fan sales 
200%. Write for generous discount sheet 
for jobbers’ salesmen. 


FAN FIXTUIRE COMPANY 
Suite 1703 THE BUILDER’S BUILDING CHICAGO 








Here's a 


NEON GLOW LAMP 
with a life of 


over 3,000 hours 


A pilot light, an indicator, a lamp 


for an annunciator or call system 
—all such uses demand a lamp which 
has a long life and consumes the 
minimum of current. The Neon Glow 
Lamp is rapidly becoming the only 
lamp for such uses, because it has no 
filament to burn out or break, and 
its life is limited only by the darken- 
ing of the bulb. 


Join us in the General Electric Hour, broadcast every 
Saturday evening on a nation-wide N. B. C. network. 


GENERAL & ELECTRIC 


Again, it consumes next to nothing | 


in current—' watt at 110 volts A.C. 
It can be used close to machinery as 
it is almost immune to breakage by 
vibration. 

Fits standard socket and runs direct 
on 110 or 220 A.C. or D.C. lines. For | 
other uses and prices write General | 
Electric Vapor Lamp Co., 891 Adams | 
Street, Hoboken, N. J. 


VAPOR LAMP COMPANY 





(Formerly Cooper Hewitt Electric Company) eee 


| 











Bob Bennett Writes Booklet 

The National Electric Products 
Corp., Pittsburgh, recently published 
a small booklet entitled “Indoor 
Sports.” It was written by Bob 
Bennett of I. A. Bennett & Co., its 
Chicago agents. 

This booklet was originally mailed 
to jobbers, but the ideas contained 


R. C. Bennett 


in it were so well thought of by 
others, that by request, permission 
has been granted to electrical con- 
cerns in England, Canada and South 
America for reprint. It is estimated 
that approximately 200,000 have been 
mailed throughout the world by vari- 
ous concerns in different branches of 
the electrical industry. 

The quotations from “Indoor 
Sports” are reprinted below by per- 
mission of Mr. Bennett. 

“Business bought by a cut price is 
hard to advertise.” 

“A cut price is an admission of 
a weak product or a weak executive.” 

“A whispering five percenter whis- 
pers elsewhere—poor market fol- 
lows.” 

“A weak executive or spineless 
sales organization lurks in the shade 
of good markets much as any other 
parasite leaves the dark to prey on 
clean life.” 

“Why is the cut price deal kept 
from the eyes of honest business?” 

“Would you rather build your 


| business on a market of confidentials 


or a clean published price sheet 
basis?” 

“Ts the stink of a cut price worth 
the stench?” 

“A split commission can’t be 
dressed up to look respectable—hence 
the difficulty in disguising the dis- 
grace of the bribe.” 
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Gold & Co. Build- 
ing, Lincoln, Neb., 
where the electrical 
wiring is perma- 
nently protected by 
Youngstown 
Buckeye Conduit. 
Architects— 
DAVIS & WILSON 
General Contractor— 


CONSTRUCTION 
co. 


Electrical Contractor— 
WM. W. BERGER 








Ease of installation means ease in 


HERE are two major reasons 

why Youngstown Buckeye 
Conduit is the most widely used 
of all rigid steel conduits—the 
first, its remarkable ease of instal- 
lation on the job; the second, the 
unfailing protection which it 
affords the electrical wiring on 
any building. 


Thousands of electrical engineers, 
electrical contractors and electri- 
cians know from practical experi- 
ence that Youngstown Buckeye 
Conduit can be installed with less 
lost motion and less waste. They 
know that it can be readily bent 
to any shape without opening at 
the welds; that it has deep, 


clean-cut threads; and that it can 
be cut and re-threaded easily on 


the job. 


And in addition to its ease of in- 
stallation, Youngstown Buckeye 
Conduit affords that lifetime pro- 
tection which makes any wiring 
job a better one. Year after year, 
decade after decade it protects 
the enclosed electrical wiring 
from the ravages of moisture, 
atmosphere and abrasion. 


These are the reasons why elec- 
trical contractors prefer to use 
Youngstown Buckeye Conduit 
—and why electrical jobbers find 
it easier to sell and a steady 
repeater. 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


One of the oldest manufacturers of copper steel, under the well-known and established trade name “'Copperoid’”’ 


General Offices—YOUNGSTOWN, OHIO 


DiIistRric?r 


ATLANTA—Healey Bidg. 
BOSTON-—80 Federal St. 
BUFFALO-—Liberty Bank Bldg. 
CHICAGO—Conway Bldg. MEMPHIS—P. 
CINCINNATI —Union Trust Bldg. 


SALES OFFICES 


DETROIT —Fisher Bldg. 

KANSAS CITY, MO.— 
Commerce Bldg. 

O. Box 462 

MINNEAPO LIS—Andrus Bldg. SEATTLE —Central Bldg. 


PHILADELPHIA— 
Franklin Trust Bldg. 
SAN FRANCISCO— 
55 New Montgomery St. 


CLEVELAND —Term’! Tower Bldg. NEW ORLEANS—Hibernia Bldg. ST. LOUIS— 


DALLAS—M agnolia Bldg. 
DENVER -— Continental Oil Bldg. 


NEW YORK-—30 Church St. 
PITTSBUR GH—Oliver Bldg. 


525 Louderman Building 
YOUN GSTOWN-— Stambaugh Bidg. 


eee REPRESENT ATIVE— The Youngstown Steel hs ta Co., 
Dashwood House, Old Broad St., London, E. C. England 


YOURS 


GALVANIZED SHEETS PROTECT 





GSTOWN 


ee SAVE WITH STEEI 
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“THE 
UNIVERSAL 
LINE” 





All 


PATENTED 


FARIE 


Faries 
by experienced lighting engineers 
who have spent years in develop- 
ing Shades, Lamps and Specialties 
which will meet the most strict re- 
quirements ... they are of excep- 
tionally high quality. 
and designers of some of the most 
modern lamps in use today! 
vertising in national publications, 


ge Scientifically 


Designed 





No. 1062-A 


products are designed 


Originators 
Ad- 


catalogs, circulars, etc., 
helps you sell this prof- 
itable, fast moving line. 
Write today to the 
Faries Manufacturing 
Co., Decatur, Illinois. 


Mounted on a_ special 
holder that enables you 
to lift shade on or off 
without the use of tools 
or set screws. Verdelite 
Shades are adjustable to 
any angle. 


No. 23 




















DIEHL FAN _ /6 


Dealers 


Helps 


are yours 


for the 


| Write us your re- 
quirements now so 
your dealers 
be prepared when 
the fan 
buying starts. 


will 


a 


summer 





Window Displays 


asking! 





Posters 


_A Breeze — 
when You 


ee ee ee 






a gk : « 


a 


de. 


ee Ss 


Catalogs Circulars — Envelope Stuffers 


Please 


ae 


Cuts and Mats 





DIEHL FANS 











Atlanta Columbus 
Boston Dallas 
Chicago New York 


DIEHL MFG. CO. 


Electrical Division of 
THE SINGER MFG. CO. 
Elizabethport, N. J. 


Philadelphia 
St. Louis 
Pittsburgh 





“To accept a split commission is 
as much of an evil as to offer the 
bribe.” 

“A split commission taken or given 
is hard to prove because the shame 
of such transactions causes silence.” 

“Repel your market-wrecker—the 
special-deal order taker.” 

“A meritorious product is sold on 
the basis of published prices.” 

“A cut price is not constructive.” 

“No confidential price is confiden- 
tial. Somebody else gets it—your 
stock investment suffers.” 

“Why encourage the market- 
wrecker by accepting confidentials.” 

“Do your bankers or reputable, 
successful department stores sell you 


| by rebate or hidden prices ?” 


“Constructive solicitation of your 
business merits consideration.” 

“A meritorious product does not 
need a cut price to sell it.” 

“Ethics and honest dealing have 
long been practiced by industrial 
leaders with their competitors as well 
as their trade.” 

“Tramps travel with tramps— 
meritorious products are sold by 
policy bearing manufacturers and 
bought by clean buying jobbers.” 

‘*Guts’ in buying is just as impor- 
tant as ‘guts’ in selling—to sell on 
published prices or refuse to support 


| the special-deal order taker.” 


“Progressive business is not built 
on the quicksands of confidentials 
or cut prices.” 

“A cut price is an admission of 
an inferior product or no_ sales 
stamina.” 

“A clean face or a good address 


_ does not make a clean business man.” 


“An organization selling its goods 
on the basis of ‘Give me your busi- 


' ness or I sell direct’ will sell direct 


sooner or later anyway.” 
“Recognize merit and clean sales 


| effort.” 








“It is folly to expect a gentleman’s 
agreement to stand unless dealing 
with gentlemen.” 

“Five dollars reward for the 
manufacturer who sells below the 
market for purely philanthropic rea- 


i a 


Robbins & Myers Appoints 
Advertising Manager 
Robbins & Myers Sales, Inc., 
Springfield, O., announce the appoint- 
ment of Mr. R. F. Marshall, of its 
advertising department, as advertis- 
ing manager. 
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More Profits 








ONSTRUCTED with one- 

piece frames, Westing- 

house CL carbon circuit breakers will save you ship- 
ping costs; also, service charges after installation. 


The one-piece frame holds all parts firmly together. 
This feature is characteristic of all CL breakers. It 
reduces shipping costs considerably because a small, 
light-weight wood panel replaces, for shipping pur- 
poses, the heavy permanent panel which must be used 
with breakers of the multi-piece frame type, if adjust- 
ments are not to be disturbed. 


Service charges are eliminated because all factory 
adjustments are retained regardless of the number of 


CIRCUIT 
BREAKER 


sales 


A 1200-ampere CL break- 
er with one-piece frame. 
Other capacities from 12 
to 20,000 amperes can be 
obtained 


changes from panel to panel. In contrast to this, a 
breaker of the multi-piece frame type must have a 
final adjustment when installed 
if it is shipped unmounted, or 
when changed from panel to 
panel. 


Write our nearest office for cir- 
cular 1705-B which fully de- 
scribes the one-piece frame, in- 
destructible carbon contacts, 
unit construction, velvety- 
finished copper parts, compact- 
ness and accessibility of this 
profit-making breaker. 





Typical one-piece frame 
used on all CL breakers 





Service, prompt and efficient, by a coast-to-coast chain of well- equipped shops 














Westinghouse 





Ww) 





TUNE IN THE WESTINGHOUSE SALUTE OVER THE N. B. C. NATION-WIDE NETWORK EVERY TUESDAY AT 10:00 P. M., E. S. T. 
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New Electrical Products, Illustrated 





OLT’S Patent Fire 

Arms Mfg. Co.,, 
Hartford, Conn., has 
brought out a new heavy 
duty class “‘A” industrial 
type “Noark Quadbreak” 
switch. Its features are 
as follows: the current 
is broken at four points; 
the arc is prevented not 
snuffed; the line can be 
connected at either top 
or bottom as the fuses 
are dead at both line 
and load side when 
switch is opened; the 
unit has wiping and self- 
aligning contacts; there 
are no hinge carrying 
parts; all parts are read- 
ily removable from the 
front; has a quick make 


and break mechanism; the complete interlock manually released without 
use of tools; unit is provided with outside cover release; blocks are molded 
and the switch mechanism is the same on 250 and 575 volts. 





HANGER 
j AND BOLT 
f INSTALLED 


NEW switch box hanger has 

been announced. by the Mid- 
West Metal Products Co., Muncie, 
Ind. The hanger, a new piece of 
rust-resisting steel, is placed around 
the box and fastened by means of a 
bolt from the back of the box. 
Hanger and box are then forced 
through outlet hole of exact size of 
box until the sides of the hanger 
spring free on the inside of the 
wall board. By further tightening 
connecting bolt, the box is firmly 
clamped in the wall. 











= 


HE North American Lamp Co., 

St. Louis, has brought out three 
new models on its line of “Nalco” 
specialty lamps. A gothic model 
is illustrated on the left, followed by 
the modernistic flame and the candle 
types. Each is fitted with a medium 
screw base. The standard finish on 
the candle style is ivory, red or 
yellow, and on the modernistic flame 
or gothic styles, ivory, black on 
ivory, gold on amber or silver on 
old rose. 





66 OASTSWELL,” an automatic 

toaster recently put on the 
market by the Utility Electric Co., 
St. Louis, possesses the exclusive 
feature of opening up for crumb re- 
moval. In addition to the ordinary 
function of toasting only to a pre- 
determined degree of crispness and 
then cutting off the toasting heat, 
it continues to operate at a reduced 
degree of heat, sufficiently high to 
keep the toast hot and low enough 
to prevent further toasting. 





F Peertnighenciche line of electric 
hoists is announced by Robbins 
and Myers, Inc., Springfield, O. A 
safety constructed enclosed bottom 
block which retains the rope on the 
sheaves and shrouds all parts so as 
to guide itself easily into the rope 
flare when swinging is one of the 
new features. The gearing of alloy 
steel has been heat treated to rigid 
specifications which allow for the 
maximum strain of constantly re- 
versing tooth loads at top motor 
speed. 








eth 
a a= 


REREIIIY 
- P 


BAKELITE weatherproof 

socket has been put on the 
market by the Knox Porcelain Corp., 
Knoxville, Tenn. This socket is of 
heavy type and has a_= standard 
shadeholder groove. The leads are 
made of No. 14 stranded single braid 
rubber covered wire, and are polar- 
ized. The contact is of the solid 
type. Socket No. 690, as this is 
listed, is filled with a spring center 
contact. 





HE “Chromilite”’ window 

floodlight, developed by 
the Westinghouse Electric and 
Mfg. Co., East Pittsburgh, is 
intended to supplement the 
illumination afforded by show 
window reflectors or for use 
where color effects are desired. 
It is also suited for any col- 
ored interior illumination for 
which a film holder and gela- 
tin films are supplied. The 
reflector is made of chromium- 
plated sheet brass. The small 
cast swivel base permits 
mounting on wall or ceiling. 
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y 


MODEL 701 
WEST OF ROCKIES $ 2.75 


24 


et << 


Se == | 
7] @) @) a 


MODEL 402 SN 


WEST OF ROCKIES 99.45 


MODEL 60)...... 
WEST OF ROCKIES 


MODEL 404.....$10.65 © 
WEST OF ROCKIES $ 11.65 





il Si Feature 


Hot plates for cool cooking dur- 
ing the hotSummer months that's 
the thing for dealers to feature. A 
display of Proctor Hot Plates gives 
every dealer a rainbow play of 
color thatis modern, thatwillcatch 
the eye and stimulate people to 
buy. 


Proctor Hot Plates cover a color 
range of beautiful marbleized 
shades of green, red and yellow. 


Proctor quality and superior fea- 
tures run through the whole line 
of Hot Plates as they do through 
all of the other Proctor products. 
The sturdy, steel frames are 
covered with vitreous baked-on 
enamel which is as easy to clean 
as a china dish. Terminal trouble 
is eliminated through well con- 
ceived and thorough design. The 


burners are specially wound so 
that the heat centers at the base 
of the kettle or cooking utensil. 


Model No. 404 in green marble- 
ized effect is shown. 


In the Proctor 400 Line of Hot 
Plates dealers will find the great- 
est values on the market backed 
by Proctor’s reputation of 30 years 
in the business of making indus- 
trial heat control devices of every 
type and kind. 


Order an assortment of Proctor 
Hot Plates now ahead of the Sum- 
mer business, give them proper 
display. Quick turnover in sales 
and profits are sure to result. 
Write us for information con- 
cerning the Proctor Adjustable 
Automatic Appliances including 
toasters, irons, waffle irons. 


PROCTOR & SCHWARTZ ELECTRIC COMPANY 
Seventh Street and Tabor Road, Philadelphia, Pa. 
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New Electrical Products, 


Illustrated 











al Sd » 








NNOUNCEMENT is being 

made by the United States 
Electrical Tool Co., Cincinnati, of a 
new cleaner that not only provides a 
powerful suction for cleaning car 
interiors, and so forth, but simply by 
removing the dust bag and changing 
the location of the hose, provides a 
blast of air that is useful for the vari- 
ous kinds of drying and for blowing 
dust and other free dirt from places 
hard to get at. The company also 
announces the inclusion of Bohnalite 
housings in all its 4, %6 and % in. 
portable electric drills. The new 
design of these drills permits remov- 
ing one side of the handle and hous- 
ing end in one piece. This makes the 
switch, wiring and commutator more 
easily accessible when servicing be- 
comes necessary. 





HE Eagle Electric Manufactur- 

ing Co., Inc., 59-79 Hall St., 
Brooklyn, N. Y., is merchandising 
a new commercial toaster element 
which, it is stated, can replace many 
elements in commercial toasters. It 
is made in 2.3, 2.6, 4.6 and 4.9 am- 
peres to meet all requirements. 








N entirely new line of fixtures, 

known as “No Draft” fan 
guards and “No Draft” fan fixtures, 
have been put into production by 
the No Draft Fan Fixture Co., 
Chicago. These products eliminate 
the direct current of air from elec- 
tric fans. The fan guard is sold as 
an attachment for ordinary electric 
fans to eliminate drafts. The “No 
Draft” fan fixture, illustrated, is 
incorporated in a lighting fixture. 





SERIES of 13 new variants of 

the Wakefield office lighting 
unit are being offered by the F. W. 
Wakefield Brass Co., Vermilion, O. 
These include both ceiling and sus- 
pension units with a wide selection 
of applied ornaments. Included in 
the new numbers is the embossed 
suspension hanger for 500, 750 and 
1,000 watt lamps, shown above. The 
few units incorporate the Wakefield 
principle of semi-direct illumination. 





HE bakelite duplex receptacle 

manufactured by the Hoosick 
Falls Radio and Electrical Parts 
Manufacturing Co., Inc., Hoosick 
Falls, N. Y., is molded in one piece. 
The faces are concaved sunk panels 
with pebbled surface. It is polarized 
having both the long and short slots 
as well as having the contacts prop- 
erly marked, one being finighed in 
nickel and the other in copper. 


66 IGHTY Midget,” a_ sheet 

metal cutting tool, will be 
distributed by the Stanley Electric 
Tool Co., New Britain, Conn. The 
device weighs six and a half pounds 
and with a minimum radius of one 
in., it will handle all cuts, straight, 
curves or notches. It will cut up to 
a speed of 15 ft. per minute and, it 
is Claimed, leaves no burr or distor- 
tion of metal. 





LASS top fuse plugs are being 

made by the General Electric 
Co., Bridgeport, Conn. The “Pyrex” 
glass top is shaped as a lens. Since 
this fuse plug has a non-metallic 
insulated top, there are no exposed 
metal parts when it is inserted in a 
cutout. 














ASS and Seymour, Inc., Solvay 

Station, Syracuse, N. Y., has 
brought out its new group of “Ala- 
bax” ceiling units. These new prod- 
ucts are of new design and have a 
base five and a quarter in. square. 
There are four devices in this group, 
consisting of pull chain and keyless 
types with flared porcelain ring, and 
also pull chain and keyless types 
with two and a quarter in. shade- 
holders. The base has a recessed 
back which permits it to come flush 
with the wall surface, even though 
the box is tilted or extends as much 
as a quarter of an inch from the wall 
surface. 
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BE SAFE ° BE MODERN . Wit x SQUARE D 























Your Plant Needs 
This Combination Starter 


is obtainable with fuse blocks, for line pro- 


... it’s anI-C, made by Square D 


tection ...and is arranged for test jack 
An automatic starter and a motor circuit insertion while the motor is running, en- 
switch in one compact cabinet...efficiently | abling the obtaining of accurate load data. 
performing every function of both its com- Modern plants are installing Square D 
ponent parts . . . that’s the Square D ~ combination starters in greater numbers, 
combination starter. It never fails. More- every day. Write the nearest factory or 


over, it provides economy in wiring cost, branch office for complete information. 


SQUARE D COMPANY, DETROIT, U. S. A. 
Factories at: Detroit, Mich., Peru, ind., and Milwaukee, Wis. 
SQUARE D COMPANY, CANADA, LTD., WALKERVILLE, ONTARIO 
BRANCH OFFICES: Toronto, Montreal 





BRANCH OFFICES 
Atlanta Dailas Kansas City Pittsburgh 
Baltimore Davenport Little Rock Portland 
Boston Denver =<. Los Angeles Richmond 
Buffalo Detroit SQUARE D Milwaukee San Francisco 
Chicago Grand Rapids ’ Minneapolis Seattle 
Cincinnati Houston COMBINATION Die STARTERS New York St. Louis 
Cleveland Indianapolis — Philadelphia Syracuse 





SQUARE D MAKES A COMPLETE LINE OF ELECTRICAL CONTROL EQUIPMENT 


Switch and Panelboard Division, Detroit Voltage Testers Motor Circuit Switches 
: ; Meter Service Breakers Magnetic Contactors 
Industrial Safety Switches é ies A 
Meter Service Switches Industrial Controller Division, Milwaukee sicceiahaeidane 
SQUARE-Duct (the rigid suspension Automatic Starters Float Switches | 
method for wiring) Combination Starters (Automatic : anes 
Panelboards for Both Lighting and Starters with Meter Circuit Switches) Specialty Division, Peru, Indiana 
Power Compensators, Both Automatic and Special Electrical Devices 
Fuse Cabinets Hand-Operated Special Porcelain Products 
Outdoor Meter Boxes Speed Regulators Porcelain Insulators 169 





ee — 
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New Electrical Products, Illustrated 























) eae Clements Mfg. Co., Chi 
cago, 1 “Cle 


announces its new 

ments” cleaner which is of the 
motor-driven-brush type and is de 
signed to sell exclusively through 
jobbers and dealers at $39.50 retail 
The new features are¢ An indus 
trial motor with super-suction; a 
wider nozzle to accommodate a 
longer brush; heavy-duty “kick” 
switch, eliminating wiring in han 
dle; suction control adjustment 

adapt full power to all nap depths; 
adjustable handle; detachable noz 
zle for “off-the-floor” and aut 
cleaning; tilting and locking devic« 
on handle; and oversize wheels for 
easy gliding over floor coverings 
\cecessories, at $8.00 additional, in 
include a carrier handle, sanitiz 


ing compound and “Sanade” com- 


pound dispenser, in addition to 


cleaning attachments commonly 


given 





OUR additions to the line of 
“Flexco” lamp guards manufac- 
tured by the Flexible Steel Lacing 
Co., 4607-31 Lexington St., Chicago, 
are series 230, on the left, series 320, 
upper center, series 3260, lower cen- 
ter and series 240 on the right. The 
guards are made of expanded metal, 
reinforced and well coated with 
heavy tin. They open on hinge in 
base and are easily adjusted to sock- 
ets. The split handles: permit easy 
adjustment without re-wiring socket 





3h 

MONG the improvements on 

the No. 4 “Chicago” 30-ton 
hydraulic pipe bending machine 
made by Gustave Lidseen, Inc., 
Chicago, is the turning of the jack 
handle to operate from the side, per- 
mitting operator to make any angle 
bend without getting in way of pipe, 
and the two rates of speed 





4 DWARDS and Co., Inc., New 
York, has put into production 
its new No. 1786 watertight push. A 
solid brass push replaces the ex- 
posed diaphragm of the old style 
No. 1786, thus preventing rotting of 
the pigskin. Its features include 
binding posts, phosphor bronze con- 
tact springs, tension springs, pure 
bakelite base and rubber gasket, all 
comprising one unit. This product 
is catalogued as No. 1786-C when a 
brass conduit plate, threaded for 
a % in. pipe, is included. 





he “Quick-Serv” grill is being 
offered by the Star Manufactur- 
ing Co., St. Louis. It is stated that 
the grill can be used tor toasting, 
roasting and grilling. Roasting pan 
and egg rings are furnished. The 
grids are of polished solid aluminum 
casting, with base, frame and top 
made of pressed steel chromium 
plated. There is a positive control 
of the level of the top plate in order 
that sandwiches and so torth will not 
be crushed. 








RECENT introduction 
Ais the Appleton Electric 
‘ Co., Chicago, is the new 
line of Appleton no-thread 
malleable unilets for steel 
tubes—thin wall conduit. The 
no-thread malleable  unilets 
are furnished with a new de- 
sign of contracting sleev« 
which grips the thin wall 
conduit firmly. This com- 
pany also makes no-thread 
adapters for use with 
threaded malleable unilets to 
take thin wall conduit. 
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WHOA !— 
GOSH I'M 
GLAD | SAW 
THIS WINDOW 
| ALMOST 
FORGOT THE 
BUSS LIGHTS 
| PROMISED 
THE 
FAMILY 














NOW! THATS 
OVER - GUESS 
"LL DROP IN_ 
ON THE BOYS /4i% 
AT THE CLUB 
BEFORE | 
GO HOME! 


fll 8 


————$—$—$ OO 


























ia««*t 


a, 























OR RYE ? C'MON 
NOW DON'T HOLD 
OUT ON US! 
















IN THE BUNDLE, SCOTCH|(yUsT , 

















I 
PROMISED 
THE FAMILY 








OH BOY! JUST WHAT 
THE WIFE WANTS 
MLL JUST TAKE 


——_—_—a 


mm, THIS ONE 








AND THIS 1S ) 
WANT FOR MY || -WAIF- 
A 


DEN — THANKS: 





midure 











BUT FELLERS, LISSEN HERE- 
| JUST CAN'T GO HOME WITHOUT 
THOSE BUSS LIGHTS - I'M OVERDUE 
ON MY PROMISE TO MY FAMILY 
NOW! -AND THE STORES ARE 
ALL CLOSED now TOO! 











OH THATS 
ALL RIGHT— 
YOU CAN GET 
SOME MORE 
TOMORROW 















































IF YOU'LL JUST REMIND YOUR DEALERS TO KEEP BUSS LIGHTS DISPLAYED, 
PEOPLE WILL BE REMINDED TO BUY-AND WHEN DEALERS SELL MORE 
BUSS LIGHTS, YOU CAN SELL THEM MORE -4WO EVERVBODYS HAPPY! 


BUSSMANN MFG. CO. ST.LOUIS 


DIVISION OF MCGRAW ELECTRIC CORP. 


whenever enderidual bight necdud the Buss wilt fie *™ 


o SCREWS 
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So 
SHERMAN 


Fixture Connectors 


Completely Practical! 





SHERMAN Brass 
Fixture connectors 

are made of high 

grade, heavy material 
which resists rust and assures high 
conductivity. The head, non- 
removable screw feature makes it 
impossible for the screws to drop 
out You don’t waste your 
time looking for lost screws! 


BAKELITE | 
CONNECTORS 













Phantom 
showing 
construction. 


Both solderless and tapeless . 
Sherman Bakelite Fixture Connec- 
tors provide the ideal method of 
connecting all small wires. Makes 
pigtail joints safe and sure. Quick- 


est to apply .. . just strip the 
ends, jam them in and turn down 
the screw, and a strong everlasting 
joint is completed. 


H. B. | 
SHERMAN 
MFG. CO. 

BATTLE CREEK MICHIGAN 














W. 


district manager for 
Frank Adam in New Orleans, must be 
well known, for this picture was recog- 
nized by all the Eastman folks when 
the prints were delivered. One would 
naturally think that a man who has to 
monkey with panel boards would wear 


J. Keller, 


a strained expression, but Mr. Keller 
remains at peace with all the world, 
even the umpires. 





Leban Assumes Control of 
Sales for Van Horne 
After having been vice-president 


| and general sales manager of the Van 
| Horne Tube Co., Franklin, O., for 


almost a year, J. L. Leban has just 


| assumed complete control of sales 


after disposing of all other business 
interests. 

Leban, while still in his early thir- 
ties, has had a most unusual career, 
and has been closely associated with 
the radio industry ever since it as- 
sumed a commercial aspect. 

* Ok Ok 
Robbins & Myers Sales 
Appoint St. Louis Manager 


Paul H. Brown has been appointed | 
| manager of the St. Louis district 
| of Robbins & Myers 


Sales, Inc., 
Springfield, O., succeeding C. R. 


| McKinnon who lost his life in an air- 
| plane crash at Kansas City. Mr. 


Brown was previously divisional 
manager at Kansas City for the Na- 
tional Union Radio Corporation. 
* * * 
A. I. Clifford to Handle 
Sparklets Line 

A. Edwin Fein, president and gen- 
eral manager of Sparklets, Inc., 19 
W. 44th St., New York, has an- 
nounced the appointment of A. I. 
Clifford Co., Indianapolis, as divi- 
sional sales managers. The sales 
headquarters of the company will bé 
at 31 E. Georgia St. 








er 








**1120 
Park Avenue” 


(Apartment House) 


New York, N. Y. 


Marcus Brown 
Owner and General Contractor 


George F. Pelham Architect 


Brown Electric Co. 
Electrical Contractor 


Another up-to-date apartment 
building with up-to-date 


\\ync j= BLE 
IRING L/EVICES 
Henry D. Sears 


General Sales Agent 
80 Boylston St. Boston, Mass. 
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COLT’S PATENT FIRE ARMS MFG. CO., — 








Judge Bean held court and enforced 
judgment with his compelling Colt 


When the West was young, fifty cattle- 
men appointed an eccentric old char- 
acter, Roy Bean, to be judge in the tiny 
village of Eagle West, Texas, on Pecos 
River. With a coyote and black bear for 
his porch companions, a single old 
statute book for his authority, and his 
saloon and general store for the setting, 
he held court daily. A trusty 

Colt, in easy reach, enforced 

his judgment. 


Thus, in those historical days 
of the West did the Colt 
often compelrespect and keep 
down disorder, affording the 
rugged protection that was 
needed when men lived hard. 





Back of every Colt was an 
organization committed to 


Established 1836 





An inspection of Colt-Noark 
catalog No. 57 will reveal how 
thoroughly Colt is carrying 
on its tradition of service and 


OLT 
DARK 


a Electrical Division, HARTFORD, CONN., U.S.A. 





improvement and famous for manufac- 
turing precision. Equipment, men and 
facilities have always been geared to 
specialize on the building of things 
mechanical, therefore the decision seven 
years ago to take over the Noark line of 
service and meter protection devices was 
only following out an established com- 
pany policy and upholding 
the Colt tradition of offering 
protection—this time to the 
electrical industry. 


Colt, today, is a part of this 
industry. For Noark devices, 
accepted for years, are now 
Colt made. 






Whether on the frontier or 
in the central station, Colt 
protects. 





Electrical Division 1886 
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protection. This catalog and 
an interesting publication, 
“The Rampant Colt,” will be 
mailed upon request. 
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You are fully protected 
by a strict jobber policy. 
Concentrate your 1930 
sales efforts on Heming- 
ray Glass Insulators .. . 
Steady and profitable year 
*round repeat business for 









you. 















VOLTAGE LINES... 


Hemingray Glass Insulators have stood the 
test through many years’ use and are rec- 
ognized as standard equipment by your 
contractors. Their high quality and record 
of service make them easiest for jobbers 
and their salesmen to sell. 


HEMINGRAY GLASS COMPANY 
INDIANA 


MUNCIE 












HEMINGRAY 


INSULATORS 





GLASS 











ideas 6 e * 





Edward E. and Emma B. Ayer 
Hall, Field’s Museum 





26 S. Peoria St. 




















Quad Lighting Units are serving efficiently 
and to the entire satisfaction of contractor 
and owner not only in the Field’s Museum 
(illustrated), but also in The Chicago Civic 
Opera Building, The Chicago Daily News 
Building, The 201 No. Wells Building, and 
many other outstanding buildings in Chicago 
and throughout the nation. 


Write today for helpful information on 


the complete Quad line. 


Quadrangle Manufacturing Co. 


Chicago, II]. 








| 
| 
} 
| 
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For Low and Medium 


Grigsby-Grunow Elect 
Officers 
At a meeting of the board of di- 
rectors of the Grigsby-Grunow Co., 


| Chicago, on April 14, B. J. Grigsby, 
who has been president since the 


| company 


was organized, became 


| chairman of the board of directors. 
| He will continue as chief executive 


officer. W. C. Grunow, who has been 
vice-president, was chosen president 
of the company. 

Vice-presidents were chosen as {ol- 
lows: Herbert E. Young, vice-presi- 


| dent in charge of sales; Duane Wana- 


maker, vice-president in charge of 
advertising; H. E. Kranz, vice-presi- 


| dent in charge of engineering, and 


| A. C. Winnan, 


charge of purchase. 


vice-president in 
J. L. Overlock 
was elected vice-president and treas- 
urer. R. R. Trimarco, formerly as- 
sistant secretar y-treasurer, was 
elected secretary. 
D. G. Raymond Represents 
National Carbon in Chicago 
The National Carbon Co., New 
York, announces the appointment of 
D. G. Raymond, formerly manager 
of the eastern division as manager of 
the central division with offices at 
230 N. Michigan Ave., Chicago. J. 
M. Spangler, formerly in this post, 
replaces Mr. Raymond in the east 
with headquarters in New York. 

















“When good fellows get together.” 
Three of them in the great open spaces 


out west. Left to right: Harold Hill, 
Petroleum division, General Electric 
Co.; Eddie Ellis, manager industrial de- 
partment, General Electric Co., and J. O. 
Case, manager, Quality Electric Works, 
all of Los Angeles, Calif. 
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MODERN HOTELS 
ARE WONDERFUL INSTITUTIONS 


HE modern hotel is truly a wonderful insti- telephoning his next door neighbor or someone in 

tution—virtually a complete and _ self-sus- Europe if he chooses. He can “‘plug in’’ and listen 

tained community. It may lack a bit of the indi- to his favorite radio program. His wife can wave 

viduality that characterized some of the old her hair or do a bit of ironing. If the weather is 

| hostelries—a touch of the old romance with hot, a snap of a switch and the room is cooled by 
which history surrounds these places. But today, an electric fan. And on the lower floors there 

a guest enters—is registered and assigned quarters await his pleasure tonsorial parlors with myriads 

, at the desk where clerks are in of electric appliances; dining 


‘ continuous communication 
with all parts of the house. He 
is whisked to his floor in an 
electric elevator and installed 
in his room or suite which has 
been made spotless with elec- 


| tric vacuum cleaning; where, 
A 
’ 


rooms, ball rooms, reading 
rooms—all efficiently lighted 
and cleaned by the use of elec- 
tricity. 

Discriminating architects 
specify and progressive electrical 
contractors install Bryant ‘‘Su- 
by the snap of a switch, he may perior Wiring Devices’’ to help 
get light where he wishes it. make these modern Hotels the 
He has at hand the means of No. AA15 No. 2979 wonderful institutions they are. 








THE BRYANT ELECTRIC COMPANY 


: BRIDGEPORT | CONNECTICUT,U.S.A. 











. NEW YORK, PHILADELPHIA CHICAGO SAN FRANCISCO 
) BIR wizane Devices, 


MANUFACTURERS OF “SUPERIOR WIRING DEVICES”SINCE 1888-MANUFACTURERS OF HEMCO PRODUCTS 
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Every sale of a 


RELIANCE 
8-Day 
TIME 
SWITCH 


is an All-Profit 
sale 


Once sold, you 
can forget the 
RELIANCE, for 
to begin with, 
we take all the 
responsi 
bility for seeing 
to it that the 
switch delivers 
the service it is 
bought for. 
And in addition, 
you have the comfortable feeling that 
comes from having sold a piece of 
“right” merchandise. ALL RELIANCE 


Time Switches have the famous 


“NO SERVICE” 
MECHANISM 


With 15 new 
Improvements 


And the applications for signs, traf- 
fic lights, window lights, and many 
other uses are multiplying daily. Get 
set now, to sell the RELIANCE! 


RELIANCE 


AUTOMATIC LIGHTING CO. 
1907 MEAD STREET 
RACINE WIS. 

Reliance Time Switch | 

Service Co. 1717 Fol- 


som St., San Francis- 
co., Cal. 


Sales 

Rick & Selleg, 549 
W. Washington Blvd., 
Chicago. 


Sales and Service 

tanley, 429 
Wayne St., etroit, 
Mich. 


Service 

Diana Clock Works, 
605 W. 
St., Chicago, IIl. 





Se 


| States, 
| Pennsylvania, 


| Co., 


Washington | ‘ 
| Corp., 
| with the Westinghouse Commer- 


| Burgess Appoints New East- 


ern Sales Supervisor 
The Burgess Battery Co., Chicago, 


| fees appointed H. E. Holladay district 


| sales supervisor of the eastern terri- 
tory covering the 











H. E. Holladay 


Prior to this connection Mr Hol- 


|laday was associated with the Rola 
| Speaker Corp. and the McBeth Evans 
| Co. 
_ experience, Mr. Holladay has gained 
| a wide circle of friends throughout 

the field. 


During his many years of sales 


* *«K * 


New Appointments at 
Jefferson Electric 
The Jefferson Electric Co., 
cago, has appointed H. L. Byrne act- 
ing western sales manager. He pre- 


North Dakota and part of 
Canada. A. H. Firnhaber will take 
over Mr. Byrne’s territory. E. B. 
Charlton has been named to cover the 
northeastern part of New Jersey and 
the southeastern part of Pennsyl- 
vania. R. W. Bowen has been ap- 
pointed to cover Virginia, Maryland 





New England | 


wy 


UNIFORM 
RELIABILITY 


PROTECTS 


eastern New York, eastern | 
the southern portion 
|of West Virginia and North Carolina. 





Chi- 


| viously traveled Wisconsin, Minne- | 
| sota, 


and North Carolina; J. A. Ryan to | 


cover eastern New York, and J. B. 
Sullivan for part of the Chicago ter- 


ritory. * 


Stark Resigns 
Clinton Stark, formerly 
manager of the Erie Malleable Iron 
Erie, Pa., resigned on April 1. 
His future plans have not as yet 
been announced. Mr. Stark was 


* * 


| previously with the Sprague Divi- 


sion of the General Electric Supply 
and later was connected 


cial Investment Co., New York. 


sales | 


| 
| 
| 
| 








THE 
USERS OF 


WHEN IT BLOWS 


That’s why they’re so easy to sell, 
Eighteen years of specialized man- 
ufacturing has developed one of 
the best fuses on the market 
today! Made of highest grade 
porcelain . . . and with the “Clear 
Window” feature, they give un- 
usual protection. Write today for 
sales helps, on this increasingly 
profitable line. 


5i in a box 


Now it’s as easy to sell five 


KE Fuses as one. . . Makes 
unusually good counter display 
for your customers. 


KIRKMAN 


Engineering Corp. 
1 Dominick St. New York 




























MAGNETIC STARTING 
SWITCHES 


es lle Combined in one cabinet 


| TRUMBULL 
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with “‘Fusible’’ and 
No Fuse “R. M.” Type 


| DISCONNECT SWITCHES 


Disconnect Switches--manually operated 


Magnetic Switches--either local or re- 
mote control 


| Both switches will break stalled rotor cur- 
rent of the motors for which they are 
rated. These combination motor starting 
switches are used by industrials every- 
where and are recognized for their safety 





the handle it is necessary to throw the 
switch “off” to open the cover. The switch 
cannot be thrown “on” until cover has 
been closed. 


Available in cast tron boxes for weather- 
proof installations. 


Cat. No. 81321-LR3 
30 Amp. 











features. As the cover is interlocked with Cat. No. 81361-R6 
Amp. 




















SWITCHES 22! acticin am Ee 
“15” indicates maximum H. P. rating 
These may be had in two types—one 
a combination of magnetic switch in 
one cabinet with double throw motor 
circuit switches in which motor may 
be reversed by means of a manually 
operated type “A” double throw re- 
versing switch. 


The other line consists of two stand- 
ard magnetic switches mounted in 
one cabinet and mechanically inter- 
locked, making it impossible for one 
switch to be thrown “on” until the 
other is “off.” Push button control 











Seis 1h Hx636"D for stopping and starting of motor in 


Remote Control either direction. All Trumbull mag- 
netic switches will break the stalled 
rotor current of motors for which No. 77321 
5 they are rated. Box 1436”Wx13:;" Lx554”D 











Sold Through Wholesalers 





BOSTON ay LBL ys NEW YORK 

1002 Statler Bldg. BRANCH PANEL BOAR pai) wy BOARD FACTORY AT 803 Lincoln Bldg. 

SAN FRANCISCO Branch Factories—Switches, Switchboards and Panel Boards: CHICAGO 

432 Fourth St.  & + ee os 2001 W. Pershing Rd. 
LOS ANGELES, CALIF. SEATTLE, WASH. 

PHILADELPHIA DETROIT 

511-519 N. Broad St. ATLANTA 415 Brainard St. 





A GENERAL ELECTRIC @ ORGANIZATION 





MAGNETIC MOTOR REVERSING 
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'Belden Elects Whipple Jacobs | —1873 
Vice-President | 
Whipple Jacobs, general sales man- | 
ager of the Belden Manufacturing | 


ag 
as vice- | 





CLEATS, SOLID KNOBS 
and SPECIAL PORCELAINS 
of GUARANTEED QUALITY 


Write for prices 
A big year ’round profit item for Job- 
bers and their salesmen—SUPERIOR 
porcelain is what the name implies. We 
now are located in our new factory 
producing all types of electrical proce- 
lain. 


SUPERIOR 
PORCELAIN CO. 


PARKERSBURG, W. VA. 

















|FLEXCO-LOK| 


Lamp Guards 
Inside 
Reflectors 











Protect the hand from chance contact 
with hot reflector shells. Made also in 
Portable styles with split handles. Valuable 
additions to a great line of lamp guards. 


Flexible Steel Lacing Company 
4698 Lexington St. Chicago, U.S.A. 


‘FLEXCO| 



































Co., Chicago, was elected 





Whipple Jacobs 


| president of the company at the last 


meeting of the directors. 

Mr. Jacobs started with this firm 
immediately upon leaving school in 
1914 and with the exception of two 
years overseas duty, during the war, 
he has been with the company since 
\that time. Starting in the cost de- 
|partment he has been, successively, 
chief inspector, general store keeper, 
purchasing agent and _ production 
manager, and general sales manager. 


ee 


Cutler-Hammer Appoints 
District Manager for 
Philadelphia 


rank J. Burd is in charge of the 
Philadelphia office of Cutler-Ham- 
mer, Inc., Milwaukee, replacing 
|'T. E. Boddoe, who has resigned. 
'Mr. Burd has been with Cutler- 
Hammer for the past 30 years with 
'the exception of two years during 
‘the war when he was with the Mid- 
vale Steel & Ordnance Co., Johns- 
'town, Pa. A member of the Amer- 
‘ican Institute of Electrical Engi- 
'neers, of the Association of Iron and 
Steel Electrical Engineers, Chicago 
| Engineering Club and the Electrical 








Maintenance Engineers of Chicago, | 


‘nut Burd is much in demand as a/| 


speaker for engineering societies. 


| 


And then say, 
“How many 
Yager’s—?” 


In Yager’s Soldering Salts and 
Paste you have one of those small 
but necessary items that help to 
build up every order—and which 
should always be mentioned. 

Safe, quick, and economical, they 
are well known and_ deservedly 
popular. 

Samples?—Price list?—Sure—just 
write, 


Alex R. Benson Co., Inc. 
Hudson, N. Y. 


1930-—— 





CONNECTORS 


Patent Nos, 1635293—1736399 
hers pending 


No time at all to make. a de 
pendable connection with a 
Jiffy “S R K” Wire Connector. 
And the joint is safer and 
stronger. Approved by Under- 
writers’ Laboratories and Fac- 
tory Mutual Laboratories! 


AAAS 4444444 


One size for combinations of 
No. 14, No. 16 and No. 18, 
solid or stranded, up to 4 No. 
14 with 2 No. 18 or equivalent. 


JIFFY WIRE CONNECTOR COMPANY 


ba 


Gen. Sales Office 


G. Denn. Montgomery, Jr. 
522 Broadway, 


New York City 
Phone Canal 7533 
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BIDDY 
$14.95 
RETAIL 





COMBINATION JUICE EXTRACTOR 
EGG BEATER- DRINK MIXER ~R 


Y 


POPULARLY PRICED! <& 


Biddy is a handy little electrical minum, powered with a sturdy ‘Ao 





servant every woman wants. It R&M motor. Fastens in a 
THE R&M 60 


The up-to-date fan 


for modern homes. : — - Se : : raid 
or modern homes. —_ appliances—faster and better. tising in The Saturday Evening A handy little fan 


bronze or sage Its sensible price assures quick Post is interesting millions in for cooling and 
a ) ‘ ventilating home 


best seller. $1400 sales. Biddy extracts fruit juice Biddy. Order from your jobber _ kitchens. 8° blades 
. whips cream .. mixes salad —and remember, you need a bracket. $7.50 Retail 

dressing . . and performs all stock of those good R&M 

similar tasks. There is no other Fans—hot weather’s coming. 


double-duty appliance like iton Catalogue on request. 


the market—no competition. ROBBINS & MYERS. INC. 
Biddy is made of stainless alu- Springfield, O. Brantford, Ont. 


Robbins & Mvers 


Fans and Motors 


HAND AND EssCrei< HOISTS AND CRANES 


PORTABLE 
does the work of a dozen hand convenient wall bracket. Adver- eae ae 
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SPOTLIGHTS 


;% HERE’S money to be made sell- 
ing spotlights for window lighting, 
showrooms, etc. Kliegl spotlights are 
made in every conceivable form, and 
all sizes from miniatures 6-inches high 
to powerful spotlights more than 6- 
feet high; both incandescent and arc 
types; . . . and they’re priced to allow 
a substantial dealer’s profit. Other 
Kliegl specialties include: 


Stage Pockets 
Wall Pockets 
Panel Pockets 
Plugging Boxes 
Footlights 
Borderlights 
Connectors 
Aisle Lights 
Music Stands 
Color Mediums 
Stage Cable 
Sundry Supplies 


KLIEGL BROS 


Evectric STAGE LIGHTING Co., Inc. 
32! West 50th Street 
NEW YORK, N.Y. 


Write for Litera- 
ture and Trade 
Discounts 














WHAT EVERY STORE- 
KEEPER SHOULD BE TOLD 
ABOUT STORE-LIGHTING 


== And Why Every Jobber Sales- 
man Should Helpto Do the Telling. 








MODERN 
STORE 
LIGHTING 
CAMPAIGN 


Every alert Jobbers’ salesman should 
have a copy of the current issue of the 
“WIREMOLD BUSINESS BUILD- 
ER,” featuring the store-lighting cam- 
paign. There is good business — and 
GOOD PROFITS—in helping the 
contractor develop this kind of business 
and you can do your bit, with profit 
to yourself, by knowing THE WIRE- 
MOLD PLAN and saying a good word 
for it. Send for your copy —IT’S 
FREE — and get the details. 


Hartford, Connecticut 





The Kellogg Switchboard & Supply 
'Co., Chicago, announces the election of 
G. A. Yanochowski as president, suc- 


ceeding W. L. Jacoby, who died recently. | 


| Mr. Yanochowski has been associated 


|with the Kellogg Co. for the past 15| 


| years, entering the service of the firm 
‘in 1915 as assistant to the head of the 
‘legal department. In 1925 he took com- 
| plete charge of the legal department and 
| served in this capacity until his appoint- 
| ment as president. 














W. E. Allison Leaves 
Industry 


years identified in the electrical job- | 
bing business and later with the 
Economy Fuse & Manufacturing Co., 
Chicago, wishes to announce to his 
friends that he has left the industry. 
Mr. Allison purchased a half interest 
‘in the Conolite Burial Vault Co.,| 
| Kewanee, Ill., and took up his work | 
there on February 1. | 








* * * 


Latest Trade Literature 
R. W. Cramer and Co., Inc., New 
York—The new “Sauter” electric) 
‘time switch is described and illus-| 
‘trated in Bulletin F, recently issued 
‘by this manufacturer. | 


| 


| 


The Master Electric Co., Dayton, | 
'O.—A booklet illustrating the wide} 
variety of motor driven machines 
'which are powered by Master guar- 
anteed motors, has been issued by | 
this company. | 


Beardslee Chandelier Manufactur-| 
‘ing Co., Chicago—This concern is| 
‘mailing out three circulars illustrating 
‘and describing the series 20, 30 and 


|40 Beardslee “Shade-Lyte.” 





HEAVY 
REAL LEATHER 


WASHER 
UNDER 
NAILHEAD 


NAILNOB 


LARGE 
CLEAN 
WIREWAYS 
WITA 
POSITIVE GRIPPING 
FINS 


AN 
EXTRA HEAVY 
UNBREAKABLE 
CAP 
THAT REALLY 
GRIPS 


MACHINE 
DRIVEN 
SPRING STEEL 
WASHER 
WHICH POSITIVELY 
PREVENTS SEPAR 
ATION OF CAP 
& BASE 


EXTRA LONG 
16d CEMENT 
COATED 
RUSTPROOF 
NAIL 


SOLD THROUGH WHOLESALERS 


MANUFACTURED BY ~ ~ 


KNOX PORCELAIN CORPORATION 


KNOXVILLE - - - TENNESSEE 








W. E. Allison, for the past 16 

















2-SUFFICIERT 
MING TOG RN 
AnY wnene 





uSTDE Pants 
or socuar 


—- 


S inch wWaANOLE 


‘omoesvauct BLE & Swecmgss SOC KE 





PREve aT? si Pred 


7 








A Shop Light 


That Sells and Brings 
Repeat Orders 


There’s nothing to get out of or- 
der on these sturd Glade Sho 
Lights. They are oil, gasoline an 
grenee peoet and have absolutely un- 
reakable sockets. 


JOBBERS—Glade Shop Lights are 
sold on the basis of a strict jobber 
olicy—priced right to give you a 

dsome margin of pret and to 
meet competition. List Glade Shop 
Lights in your catalogs. Sheets, fold- 
ers and electros are ready for you. 
Send at once for attractive proposi- 
tion. Get the facts. 


Glade Manufacturing Co. 


1603 So. Michigan Ave. 
Chicago, U.S.A. 
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TO 


-OuTLeTs: 


‘a, TWO-=PIECE 












ba 
rd 


S » %& oe il 
: \ 
Se <—?* 








S$ Just Out 


in a new size for 
4-inch boxes —to round 


@ 
@ 


Antes $4 
ie tei 2 
5° Pa 

: 


Q) out the popular line of 2- 
\- Sy piece Porcelain Pull Receptacles. 
NN), Ss Clear, brilliant-white, finely-glazed 
my porcelain, with cord pull for ceiling work; 
chain pull for wall installation. Made elec- 
trically and mechanically dependable by the 
standard H & H socket mechanism; regularly rated 
at 250 Watts; furnished if specified with 660- Watt 

rating at a slight added cost. Conspicuously attractive to 
the Contractor AND his customers for stylish, serviceable wiring 
in kitchens, laundries, bathrooms, halls, closets, basements . . . 


HART & HEGEMAN DIVISION 


THE ARROW-HART & HEGEMAN ELECTRIC CO. 
HARTFORD, CONN. MAKERS OF ELECTRIC SWITCHES SINCE 1890 
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Jippit 
the NEW automatic 
Electric Cigar Lighter 


or a ‘“‘jim crack’’ that is soon discarded 
a reliable piece of electrical equipment. A 
Quick CLEAN-UP for Jobber Salesmen. TIPPIT is 
made with genuine Bakelite base in black, walnut, 
mahogany, or Chinese lacquer red, Has 14 karat gold 
plate, bronze, or chromium cap, also an eight foot cord 
n colors to match that fits into any light socket (110 
t i365 AC. o D.C.) Packed in attractive boxes 
with red and gold labels, TIPPIT is the ideal lighter 
for the home, club, business office and hotel. We fur- 
nish sampl on consignment to responsible salesmen. 
Write today 


ELECTRACRAFT 
CORPORATION 
161 MASSACHUSETTS AVE. 
BOSTON, + + + + + MASS. 














Made to last— 
made to stand 
the gaff of the 

roughest hand- 
ling—a product 
of the highest 
quality mater- 
ials and skilled 


workmanship. 


“CENTRAL BLACK” 
Atom ete aoertintse 
ed conduit. “‘CEN- 
rRAL WHITE”’—the 
pater coated electro 
galvanized conduit. 

“WHITENRED”’—the 

acid proof and rust 
resisting conduit. 
Manufactured by 
CENTRAL TUBE CO. 


Pittsburgh 


| paragraphs contain 


| ditions 


THe Arrow-Hart & HEGEMAN 
Co.—The Arrow Electric Division of 
this company has issued catalog 
pages on its line of porcelain re- 
ceptacles, surface tumbler switches 
and surface snap switches. 


Benjamin Electric Manufacturing 
Co., Desplaines, Ill1—This company 
has just published a bulletin entitled 
“Lighting Equipment for Airport, 
Airport Hangars, Landing Fields 
and Airways.” Chapters deal with 
the requirements and proper selec- 
tion of lighting equipment for light- 
ing the exterior and interior of the 
storage area and repair base, boun- 
dary and obstruction lighting, aur- 
way marking and airway roof signs. 


ste 


Electric Pioneer Dies 

Dr. Thomas Addison, who served 
for 31 years as Pacific Coast mana- 
ver of the General Electric Co., with 
headquarters in San Francisco, un- 
til his retirement in 1923, died sud- 
denly in Berkeley, Calif., April 8, 
at the age of 76. 


Statement of the Ownership, Management, 
Circulation, Etec., Required by the Act 
of Congress of August 24, 1912, 
of The Jobber’s Salesman, published monthly at 
cago, Ill., for April 1, 1930 
State of Illinois, County of Cook, ss. 

Before me, a notary public in and for the State and 
county aforesaid, personally appeared C. 7. Forbrich, 
who, having been duly sworn according to law, deposes 
and says that he is the business manager of The 
Jobber’s Salesman and that the following is, to the 
best of his knowledge and belief, a true statement of 
the ownership, management (and if a daily paper, the 
circulation), ete., of the aforesaid publication for the 
date shown in the above caption, required by the Act 
of August 24, 1912, embodied in section 411, Postal 
Laws and Regulations, printed on the reverse of this 
form, to wit: 

1 That the names 
editor, managing 


Chi- 


and addresses of the publisher, 
editor, and business managers are: 
Publisher, Electrical Trade Publishing Co., 520 N. 
Michigan Ave., Chicago, Ill.; editor, W. J. McLaugh- 
lin, 520 N. Michigan Ave., Chicago, Ill.; managing 
editor, W. J. McLaughlin, 520 N. Michigan Ave., Chi- 
eago, Ill.; business manager, C. W. Forbrich, 520 N. 
Michigan Ave., Chicago, III. 

2 That the owner is: (if owned by a corporation, 
address must be stated and also im- 
mediately thereunder the names and addresses of 
stockholders owning or holding one per cent or more 
of total amount ‘of stock. If not owned by a corpora- 
tion, the names and addresses of the individual owners 
must be given. If owned by a firm, company, or other 
unincorporated concern, its name and address, as well 
as those of each individual member must be given.) 
Howard Ehrlich. 520 N. Michigan Ave., Chicago, III.; 
Edgar Kobak, Jackson Heights, N. Y 

3. That the known bondholders, 
security holders owning or holding 
of total amount of bonds, 
are: (If there are none, 

4 That the two paragraphs next above, giving the 
names of the owners, stockholders, and security hold 
ers, if any, contain not only the list of stockholders 
and security holders as they appear upon the _ books 
of the company but also, in cases where the stockholder 
or security holder appears upon the books of the com- 
pany as trustee or in any other fiduciary relation, the 
name of the person or corporation for whom such 
trustee is acting, is given; also that the said two 
statements embracing afflant’s full 
knowledge and belief as to the circumstances and con 
under which stockholders and security holders 
who do not appear upon the books of the company as 
trustees, hold stock and securities in a capacity other 
than that of a bona fide owner; and this affiant has no 
reason to believe that any other person, association, or 
corporation has any interest direct or indirect in the 
said stock, bonds, or other securities than as so stated 
by him. 

5 That the average 
of this publication 
mails or otherwise, 
months preceding 
formation is 


its name and 


mortgagees and other 

1 per cent or more 
mortgages, or other securities 
so state.) None. 


number of copies of each issue 

sold or distributed, through the 

to paid subscribers during the six 

the date shown above is (This in- 

required from daily publications only). 
". W. Forbrich. 

me this Ist 


Elsie E. 
December 10, 1933.) 


Sworn to and subscribed before 
April, 1930. 
(Seal) 


(My commiss 


day of 


Stover 
ion expires 





KESTER 


= N POCKETS SOLDER a 





Up-to-date 


Soldering with separate fluxes 
is difficult, old-fashioned, and 
unnecessary. Kester, the mod- 
ern solder, supplies its own 
flux exactly as required. As- 
sures neater, firmer soldering 
by mechanics, farmers, electri- 
cians, home - handcraftsmen, 
housewives, boy-builders—every 
hardware customer. Every Kes- 
ter solder is nationally adver- 
tised; supply the complete line 
—Acid-Core for general heavy 
duty, Rosin-Core for delicate 
work, Metal Mender for house- 
hold use, Radio Solder for set 
building and repairs, Paste- 
Core for the electrical worker 
accustomed to paste. 


ae $OZ 
‘eS Fox core 
= 


From all jobbers 


KESTER SOLDER CO. 


4251 Wrightwood Ave. 
Chicago, Ill. 


Incorporated 1899 
Formerly Chicago Solder Co.! 


KESTER 
1) A) Oh ts 


ACID-CORE ROSIN-CORE PASTE-CORE 
METAL MENDER RADIO SOLDER 








Subscribers 


Youcan’tafford to 
miss a single issue. 
Give us your new 
address if you 
have moved. 


aN 


Be A Booster 


Tell your friends 
about 
The 
Jobber’s Salesman 
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QUALITY s PARAMOUNT! 








Economy Fuse & Mfg. Company 
CHICAGO, U.S. A. 
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Model 10 


FAN PROFITS 


ARE GOOD 


Jobbers, the fan _ business is 
good, and it’s going to be better 
the next two or three months. 
In the ESKIMO Line you'll 
enjoy a rapid turnover and 
your fan profits will be increas- 
ingly better. 


Model 50 


There’s an Eskimo Fan 


for every need 
and for every room, The 
line’s complete. Prices from $4.50 to 
$16 retail, reaching all classes of 
buyers. Write today for sales helps 
and catalogs. 


Also ae 
Hair «am 
Drink Mixers 
Ventilators 
Juice Extractors 


UNITED 


ELECTRICAL MFG.CO. 


oats @ 
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eee IVANHOE GLASSWARE MopverRnNe 


ery New. Very Smart .. 


b tiny new glassware will provide just 

E ie missing touch in many a store 
and office that craves more of the here- 
and-now atmosphere. 

It is as crisp as an April morning—as 
new as tomorrow—and it breathes the 
spirit moderne without being too audacious. 

That’s to be expected, of course, be- 
cause it’s another new design by Ivanhoe. 

Made of milk-white Genco glass, its 
pilastered organ pipe design does not in 
any way lessen its efficiency as a superb 
lighting unit. Each side is different. It 


comes plain or decorated. It is now in 



















































production and it takes standard Ivanhoe 
fittings. 

le will be most helpful to your customers 
to view this new Ivanhoe glassware in a trial 
installation which your house will be de- 
lighted to have you arrange. A trial instal- 
lation of this or any other Ivanhoe lighting 
equipment invariably leads to sales. You can 
boost your sales faster than with any other 
line by simply increasing the number of 
your trial installations. 
Meantime watch for other Ivanhoe 


announcements. 


Ivanhoe Division of THE MILLER COMPANY, 5716 Euclid Ave., Cleveland, Ohio 


IVANHOE 
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&) The front-end bearing of the new Wagner Fan, shown cut 


4 away in the illustration, is extra long, built with an oil 


New Models deflecting guard, and lubricated from a wool-yarn 


packed reservoir. New construction details such as these 


New adclm@itlarirelie = 4 characterize every part of the new Wagner Fan 


motor. Wagner Motor performance will help you sell fans. 


— 


New prices, new models and new sales helps for 1930. 
Ask for details 
WAGNER ELECTRIC CORPORATION 
6400 Plymouth Ave., St. Louis 


Sales and Service in 25 Principal Cities 
PRODUCTS *«e PANS ... OBDESK ... WALL... CEILING 


TRANSFORMERS .. POWER . . DISTRIBUTION. . INSTRUMENT 


® 
S 


MOTORS . SINGLE-PHASE .. POLYPHASE . DIRECT CURRENT 
61-6232-4 





is available on Belden Replacement 
and Accessory Wires 
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The Plug 
Unbreakable 
for Things 
Electrical 


a 


apes 


_ trouble-proof appliance plug is rev- 
olutionizing the appliance industry. It is 
now available on more than 125 of the finer 
electrical appliances. 


2 


x 
he 





Rae 


The Belden Soft Rubber Plug is also a 
standard feature of the extensive Belden 
line of electrical accessories which includes 
the Belden Portable Outlet, Household Cord- 
lite, Heater Cord Sets, and Extension Cords. 


It is also available on Belden All-Rubber 
Replacement Cords, so that broken plugs 
can be replaced with cords equipped with 
a Belden Unbreakable Soft Rubber Plug. 


Capitalize the popularity of the Belden 
Soft Rubber Plug. Sell appliances and ac- 
cessories equipped with it as well as Belden 

Replacement Cords. Stress the unbreak- 
able feature and the name Belden. 
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Belden Manufacturing Company 
4665 West Van Buren Street, Chicago, U. S. A. 
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Exclusive— Distinctive 
yet popularly priced 





Your contractor-customers can now sell the 
whole modernistic job—fixtures as well as wiring. 


Wakefield MODERNISTIC is handled through 
the Jobber like any other “Red Spot” commercial 
unit—there is nothing “special” about it. 


This ultra-modern design is popular—saleable— 
profitable. You yourself may not care for it, but 
you can sell it to any smart lighting contractor. 
Sales are what you’re looking for. 


There are in every community a number of new 
or redecorated restaurants, tea rooms, sandwich 
shops, beauty shops, specialty shops and such 
places which appeal to the jazz-femmes. These 
establishments want lighting equipment in this 
modernistic manner—but they want it at reason- 
able cost. 


Wakefield MODERNISTIC is ultra-today de- 
sign at mass production price. Its distinctive ap- 
pearance enables the lighting contractor to add 
more than his usual mark-up. That helps you. 





Urge your contractor-customers to become 
Lighting Specialists and both you and they 
will make more money. They will buy more 
and pay better. We'll be glad to help you 
get them started. Write. 


The 
F. W. Wakefield Brass Co. 
Vermilion, Ohio, U.S.A. 

















